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NATIONAL BOARD'S 
CONTINGENT. VIEWS 


Individual Members of Laws and Legis- 
lation Committee Think 12!%4 
Per Cent. Flat Maximum 





OUTLINE PLAN FOR CONVENIENCE 
Mode of Arriving at Profit—Figure on 
Net Basis—Text of 

Report 
The report of the Committee on Laws 
and Legislation of the National Board 
of Fire Underwriters, read at the St. 
Louis Convention of the Insurance 
Commissioners, is of such general in 
terest that it is published in full. It 
recommended that where a flat com- 
mission is paid and it is desired to 
make a further allowance if a profit has 
heen earned, such additional compen- 
sation be granted when based on expe- 
rience after the following method of 
calculation, for convenience, called con- 
tingent commissions: 


Income 
The net premiums (gross premiums less 
turn premium ind all re-insurances) of the 
trent contingent year or period, 


premiums reserve on the 
wove from the preceding year, 














this agreement, at oO per cent 
net premiums of the preceding year. 
Phe t outstanding losses of the preced 
r, if , under this agreement. 
Outgo 
The ¢ nit ion illowed as shown by 
ts current furnished by the agent (when 
ved by the Company) and the previou 
ting commission, (Cif ars 
Phe expenses of the agency, vi 
A. Taxes (lederal, State and ssasaahalan al), 
ense fees, or other items of expense im 
ed by law; 
B. Patrol and Salvage (¢ pS assessments; 
(. Other expenses ich as_ postage, 
! oflice, boards, supplies, etc., at 
per cent 
Home office and supervisory expenses at 
per cent 
‘. The net loss paid during the current 
ngent ca r perioc 
The 1 losse standing at the end of 
trent contingent year or period 
fhe unearned premium reserve for the cur 
t contingen or period on business un 
tt itract; 1. @, so per cent, of the 
, from previous year’s con 
it of any individual year 
d torward one year only. 
Cc exce tf income over outgo, ascer 
with the above mentioned 
ommission of 


ject to the following con 





A y nt commission which may be 
ed by n accordance with the 
| m mputation shall only be 
pay balance for the fiscal 
( fa tion have been paid to 
In ca . termination of any ney for 
tes, se, the final accounting ar 7 con 
rp, “reement will not accrue until the 
Pvearing the latest date of expiration is 
y the ent shall have expired; all 
nd expense thereunder and of the 
muy determined aud charged against 
property belonging to the 

surrendered to it upon demand; and 

dnc d punctually within the 
aay to agent by the 


(Continued on page 13.) 
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“ Che largest fire insurance company in America ”’ 
ELBRIDGE G. SNOW, President 


THE HOME 
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NEW YORK 





Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE. 


Automobile Registered Mail 
Commissions : 
Hail Sprinkler Leakage 
Marine—Inland-Ocean Tourists’ Baggage 
Parcel Post Use and Occupancy 
Profits Windstorm 


CONFLAGRATION PROOF 




















North British Established 1809 
and Mercantile 


Entered United States 


1866 Insurance Co. 


Policyholders protected by nearly $9,000,000 United States 
assets, with further guarantee in every policy, of 
protection by entire fire assets of the com- 
pany which are many times larger. 


“FIFTIETH ANNIVERSARY YEAR IN THE UNITED STATES.” 
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Che 
Eyuitahle Life Jusurauce Cn. 
of IOWA 
Is building a $5,000,000 Club for 1917 


composed of new agents appointed in 1916 





Company operates in _ 
jowa, Nebraska, Minnesota, South Dakota, Illinois, Ohio, Oklahoma, 
Washington, Kansas, Missouri, Indiana, Michigan, 
Kentucky, New Jersey and Pennsylvania 











Low Net Cost-—Several Good Agency Openings—Large Annual Dividends 


Address J. C. CUMMINS, President Des Moines, lowa 
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LINTON ARGUES 
FOR ENDOWMENT 


Misconceptions and Prejudices Against 
This Form Should Have Been 
Removed Long Ago 


HOW WRONG IMPRESSION STARTED 





Associate Actuary of Provident Life & 
Trust Thinks Arrangement of Rate 
Book is Wrong 


In the United States 65 per cent. of 
all insurance in force is on the whole 
life plan. The Provident Life & Trust 
Co., however, is unique in that about 60 
per cent. of its policies are on the en 
dowment form Kor this reason there 
was unusual interest displayed at the 
dinner of the Life Underwriters’ Asso 
ciation in New York on Tuesday night 
in listening to the addre on “Endow 
ment Insurance” delivered by Albert 
Linton, associate actuary of the Provi 
dent, a brilliant young life insurance 
man. 

Ordinary Life Has Had Advantage of 
More Publicity 

AS was expected Mr. Linton gave an 
illuminating and strong argument for 
the endowment polic He said that 
the ordinary life has had the advertis 
ing advantage from the jump because 


the first old time policy—that of the 
old Equitable of London, dating 1762 

introduced the idea of averaging the 
premiums = for insurance protection 


throughout the whole of life 
One result has been the present ar 


rangement of the agents’ rate book 
which has placed in the path of many 
new agents a psychological barrier. In 
fact, it has frightened them from the 
idea of the endowment policy ro ex 
plain: Mr. Linton quoted from the 


rate book of one of the Companies, find 
ing in round number the following 
premiums under age ° 


Ordinary Life $ 25 
10 Year Endowment 101 
20 = 17 
30 ee 31 
40 = 26 

How much more ensible, said Mr 
Linton, and more in keeping with actu 


arial relationship, would have been the 
following arrangement 


Ordinary Life . $ 25 
40 Year Endowment . 26 
30 “3 = wa 31 
20 3 , ai 47 
10 - ” v 101 


The progression in the rates clearly 
indicates the true relation that exists 
among the policies, and forcibly illus 
trates the manner in which they blend 
into each other 


Actuaries in Part to Blame 


The actuarial fraternity is in part to 
blame for the prejudice against en 
dowment policies. In all standard text 


books, the conception of pure endow 
ment insurance is introduced in ex 
plaining the regular endowment policy 
Practically no one would buy a pure 
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alone; for 
all premi- 
ums paid in the event of death before 


endowment policy if it stood 
it involves the forfeiture of 


the maturity of the contract. The in- 
sured can receive the policy monies 
only in the event of his surviving the 
full term of the contract. Yet the en- 
dowment policy has been explained as 
a combination of term insurance and 
of pure endowment insurance, and, as a 
consequence, the impression has gone 
abroad that the life policy and the en- 
dowment policy are essentially differ- 
ent in principle; that under the endow- 
ment there is a forfeiture in the event 
of death which is obviated in the case 
of the life policy. 

The pure endowment conception has 
long ago outworn its usefulness as an 
aid to an understanding of the regular 
endowment contract. Apart from the 
misconception to which it gives rise, it 
is also out of date with reference to 
the modern policy, with its guaranteed 
cash and loan values. Every actuary 
will tell you that a pure endowment 
policy by itself should not be granted 
a cash value. Term policies by them- 
selves do not possess a cash value of 
any consequence, 

“Is it not, therefore, strange that 
when the two policies are welded into 
one, that presto change, a cash value 
should appear on the scene?” said Mr. 
Linton. 

The Ideal Policy 

It will be worth while to consider 
briefly the object of the ideal insurance 
policy. No policy can render the maxi- 
mum service which merely insured to 
one’s dependents, adequate support in 
the case of premature death. It must 
also insure to the policyholder himself 
as adequate support during the period 
that will follow the close of his active 
business career. From the material 
point of view, the prime object in life is 
the creation of an adequate estate that 
shall be sufficient for one’s dependents 
and for one’s old age—an estate that 
shall stand as a permanent contribu 
tion to the available wealth of the com- 
munity. 

The striking characteristic of mortal- 


ity rates during the last half century 
has been the reduction in those rates 
at the younger and middle ages. More 


and more people are being protected 
from premature death and are being 
enabled to prolong their work in active 
business life. 
Creation of an Estate 

We shall all agree that the best 
method of creating an adequate estate 
will be that of regular yearly deposits 
to accumulate at interest during the 
period that coincides approximately with 
the productive period of life. The es 
tate shall be complete at the close of the 
active business career, say, at age 65. Let 
us suppose, therefore, that we set aside 
each year the amount necessary to ac- 
cumulate to, say, $10,000 at age 65. If 
the fund is assumed to commence at 
age 25, and to earn 3 per cent. interest, 
the annual payment is found to be $129. 
At the end of 20 years, the accumula- 
tion is $3,570 and at the end of 40 years, 
$10,000. If the institution receiving 
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the deposits is of a mutual character, 
we may assume that all interest that 
may be earned over and above the basic 
rate of 3 per cent. will be returned each 
year to the depositor in the form of a 
reduction of his annual payment. As 
year passes, the estate becomes 
and more a reality. The weak- 
ness of the plan, however, consists in 
the fact that premature death stands 
as a constant menace to its fulfilment. 
Should death occur at the end of ten 
years, the widow will receive $1,523, 
at the end of 20 years, $3,570. Is there 
no way by which the total estate that 
would have been created if death had 
not occurred, may be paid in the event 
of death? There is a way and it is af- 
forded by life insurance to which we 
shall now return for a solution of the 
problem that confronts us. 


Application of Life Insurance 


each 
more 


Life insurance may be adapted to 
meet the situation. For, suppose the 
institution that is receiving the depos- 
its should establish a fund whose func- 
tion will be to guarantee the payment 
of the full estate to the dependents of 
all of the depositors who are called 
away by premature death. The amount 
to be provided by this fund will become 
smaller as the deposit accumulations 
increase in amount. In order to adapt 
this service to the convenience of the 
depositor, the actuary is asked to com- 
pute the corresponding uniform annual 
charge. In the case now under consid- 
eration, the actuarial computation on 
the basis of the American Table of Mor- 
tality, with interest at 3 per cent. pro- 
duces an annual charge of $68. In pass- 
ing, it will be recalled that our ideal 
institution is a mutual one and that, 
therefore, any saving in mortality that 
may be experienced will be returned 
each year to the depositor and will be 
used to reduce the annual insurance 
charge. 

Combining, therefore, the deposit and 
the insurance elements, we add_ to- 
gether the $129 and the $68 and obtain 
the sum of $197, which upon referring 


to tables is found to be the American 
4 per cent. net premium, at age 25, for 
a 40 year endowment—namely, the pol- 
icy that will pay the full estate of $10,- 
000 at age 65, or the same amount if 
premature death intervenes. 

We have, therefore, without any ref- 
erence to the pure endowment concep- 
tion, supplied an adequate explanation 
of the endowment policy. I think we 
may well ask why the pure endowment 
idea was ever introduced at all. Could 
any simpler or more understandable 
conception have been devised than that 
of the increasing savings fund and the 
corresponding decreasing term insur- 
ance? It is simply a savings fund with 
a safety device which shall prevent 
one’s life plans from being frustrated. 
It also explains at once the reason for 
the cash and loan values and at the 
same time eliminates the idea of forfei- 
ture in the event of death which was 
fostered by the pure endowment con- 
ception. 

Relation Between Life and Endowment 
Policy 

The value of the method, moreover, 
is not confined merely to the explana- 
tion of the endowment policy. It ap- 
plies, as well, to the policy for the 
whole of life. Let us again concentrate 
our attention upon the creation of an 
estate of $10,000 to be commenced at 
age 25. Instead of arranging for the 
estate to be complete in 40 years, that 
is, at age 65, let us arrange for its com- 
pletion within a period of 71 years, that 
is, extend to age 96. The annual sav- 
ings fund payment on the 8 per cent. 
basis, as above, is found to be $41 and 
the insurance charge to guarantee the 
payment of the full $10,000 at death 
before age 96 is found to be $120. Add- 
ing these two amounts, we obtain $161, 
the American 3 per cent. net premium 
for an ordinary life policy at age 25. 

The above analysis, therefore, clear- 
ly presents the true relationship that 
exists between the ordinary life policy 
and the endowment. It shows that the 
life policy is the gateway to the long 
endowment. Whole life insurance sim- 


ply provides that the estate shall phe 
complete at age 96 or at prior death 
whereas the endowment at 65 applies 
the identical principles to age 65 in. 
stead of to age 96. I submit that the 
long endowment is the more logical 
and that it does fit the needs of the 
greatest number of policyholders. _ 
Forfeiture 

It may be well at this point to ¢op. 
sider a little more fully the question of 
forfeiture in the event of death under 
the endowment as compared with the 
life policy; and under the life policy 
as compared with term insurance. Ag 
stated before, it is unfortunate that the 
idea of forfeiture was ever connected 
with the endowment policy. The gay. 
ings fund explanation shows that the 
shorter the endowment, the less the jp. 
surance charge. For example, the ep. 
dowment at 96 involved an insurance 
charge of $120 and the endowment at 
65 involved an insurance charge of only 
$68. In taking out a life policy, we are 
not disturbed by the fact that if death 
occurs the amount over and above the 
premium for term insurance is forfeit. 
ed. We know that the life policy fur. 
nishes more permanent protection and 
is a more far-sighted solution of the 
problem. In the same way, we may as- 
sert that there is no more forfeiture in 
the case of the endowment than in the 
case of the life policy. Furthermore, 
we may continue that the endowment 
is an improvement upon the life policy 
in that it recognizes and adjusts itself 
to the actual facts of life and in the 
majority of cases will provide the maxi- 
mum satisfaction to the policyholder, 
Relation of Cost Under the Two Forms 

In this discussion, of course, the ac- 
tual cost of the two types of policies is 
vital and it is on this ground that the 
life policy is best defended. We are 
informed that the prime object is the 
maximum permanent protection for the 
least money. Of course, this element 
is not to be‘ overlooked. But at the 
same time, we must not forget that any- 
thing that is worth while requires sac- 
rifice. Every good thing requires ef 
fort and the great business of life in 
surance to-day depends upon the abil- 
ity of the agent to persuade men to 
take a long look into the future and 
to prepare to meet it on the basis of 
present sacrifice. The extra sacrifice 
for the long endowment is well worth 
what it costs on the basis of service and 
convenience alone. But in addition, it 
justifies itself on the basis of pecuniary 
return. 

I have compared the cost of the et 
dowment at 65 and the life policy at 
ages 35 and 25. I have assumed that 
the expense charge under the two 
forms of policies will be equal, that 4 
mortality saving of 25 per cent. of the 
tabular rate, and an excess interest 
gain of 1.75 per cent. will be exper 
enced and that 3 per cent. premiums 
are charged. 

The 30 year endowment taken at age 
35 will have cost at maturity $144 more 
than the life policy carried for th 
same period. On the other hand, the 
difference in cash values is $477, name 
ly 3.3 times as much. 
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Edgar C. Fowler Goes 
with New England Mutual 


GENERAL AGENT OF COMPANY AT 
CHICAGO 


Charles B. Cleveland, for Thirty-Eight 
Years With Company, Tenders 
His Resignation 


At the meeting of the General 
sgents’ Association of the New Eng- 
und Mutual Life in Chicago this week, 
the announcement was made that 
(harles B. Cleveland has resigned as 
general agent of the New England Mu- 
tual in Chicago and that he will be 
succeeded by Edgar C. Fowler. Mr. 
rjeveland has been with the New Eng- 
ind Mutual for forty-eight years. The 











EDGAR C. FOWLER 


amouncement not only caused unusual 
iuterest at the Chicago convention, but 
it will attract nation-wide attention. Mr. 
fowler, who recently resigned as su- 
perintendent of agencies of the New 
Fugland Mutual Life, is one of the best 
ktown life insurance men in the coun- 
try and will be a valuable addition to 
the insurance fraternity of Chicago. 

Mr. Fowler Has Had Broad and Valu- 

able Experience 

Mr. Fowler was born in Hartford in 
l73, was educated in the public 
vhools of that city, and in 1889 entered 


(le employ of the Hartford Life. He 
‘orked his way through different de- 
\ttments of the home office, and in 


I} took up agency work as a solicit- 
In 1899 he entered the service of 


————— 


the Connecticut General Life of Hart- 
fcrd as home office special, and four 
years later was appointed general 
agent for Western New York with 
headquarters at Buffalo, where he 
built up a large agency, ranking second 
oniy to New York City. While in Buf- 
falo he became interested in the Life 
Urderwriters’ Association movement 
and was an ardent and consistent sup- 
porter of the local association which 
he served officially in many capacities, 
including the executive committee of 
five appointed to represent the life in- 


suance agents before the Armstrong 
Committee. In November, 1908, Mr. 
Fowler went with the State Mutual 


Life as superintendent of agencies. 
Cc. B. Cleveland’s Career 
Mr. Cleveland is the oldest general 
agent of the New England Mutual in 


point of service, and one of its most 
distinguished in character. Born in 
1845, he served during the Civil War 
in the Army of the Cumberland. He 
entered the service of the New Eng 
land Mutual in October, 1868, as cash 
ier at Rockford, Ill. One year later, 
this office was moved to Chicago, and 
he remained its cashier until his ap- 
pointment as general agent. His con 


nection with the New England covers 
half a century, lacking two years. Mr. 
Cleveland is a man of indomitable 
spirit, strong mental grasp, with unre 
mitting zeal and determination. 


Mr. Fowler left with the regret of 
ali his associates in Worcester, but 
with their hearty good wishes. Ile 


assumes his new duties on June 1 


LOSE SEARING CASE 
Court Decides That He Was Drowned— 
Echo of Atlantic City 
Disappearance 

Mrs. Nancie M. Searing, whose hus 
band disappeared in Atlantic City last 
August, was awarded verdicts aggregat 
ing $18,700 by a jury in the United 
States District Court last week in two 
suits against the Equitable Life and the 
Continental Life, brought to recover on 
policies held on the life of the supposed 
decedent, F. Roe Searing, a contractor. 
The’ verdicts represented the ful! 
amount of the claims, with interest. 

I. Roe Searing disappeared on August 
18, 1915, as he was about to enter the 
surf at the shore resort. Efforts to dis 
cover his whereabouts proved futile, 
and it was finally decided that he had 


entered the water and had been 
drowned. The insurance companie 
contested the claim and_= suit was 
brought to recover the amount of the 


policies, namely, $13,000 in the Tquit 
able and $5,000 in the Continental. 


ELECT J. K. BYE SECRETARY 

R. A. Hann has resigned as director 
and secretary of the Ohio State Life, 
to take effect May 1, 1916. Joseph K. 
Bye has been elected director and sec- 
retary of the Company. Mr. Hann will 
devote his time to the general work of 
consulting actuary. 


Plan to Organize 
Company Sales Managers 


WORLD'S SALESMANSHIP CON- 
GRESS TO BE HELD IN DETROIT 
Insurance Agency Superintendents In- 

vited to Form Organization—Ten- 


tative Program Outlined 





With the plank “Commercial Prepar- 
edness” dominant, a great World’s 
Salesmanship Congress, the first of the 
kind ever held, will convene in Detroit, 
July 9, 10, 11 and 12. The scope of the 


Congress will be unusually extensive 
and in it life insurance will play a 
prominent part 


The National Association of Life Un- 


derwriters has already been repre- 
sented at preliminary conferences of 
the Congress, through President E. A. 
Woods, who is a member of the execu 
tive committee. On the finance com- 
mittee is R. O. Miles, general agent at 
Detroit, of the Connecticut Mutual 
Life; on the entertainment committee 


is Nathaniel Reese, general agent 
the Provident Life & Trust Co 
New Life Insurance Body to Be Created 
An invitation is to be extended to the 
agency directors, or whoever has 
charge of the sales of the different life 
insurance companies, to attend the 
Congress. It will be the first occasion 


of 


on which sales managers of the vari 
ous companies have joined in a body 
for discussion. There will be several 
days devoted exclusively to life insur 


ance discussion 


President Woods is not only enthusi 


astic over the idea of the Congress it- 
self—which is to gather experts from 
all parts of the world-——but he thinks 
the national organization of life insur 
ance sales managers will eventually 
put the business of selling life insur 
ance on the systematic plane that it 
should have reached long ago His 
views in part, follow 
Statement By E. A. Woods 

“T am proposing at this time, when 

an International Sales Congress is be 


ing held for the first time in the world’s 
history, when it is being given a na 
tional character by the President of the 
United States, many foreign ambassa 
dors, men like Sir Thomas Lipton and 
Mr. George Selfridge of London; when 
better American salesmanship will be 
in the air, to have the life insurance 
companies send agency officers not 
only to attend this convention but to 
devote thé afternoon special sessions 
each of the four days in discussing life 
insurance salesmanship affairs and in 
effecting for the first time in the his 
tory of life insurance what should have 
have been done 50 years ago, namely, 
an organization of the agency officers. 

“Why should we have an Association 


of Life Insurance Presidents, of Medi 
cal Directors, of Actuaries, of Counsel, 
and even of accountants, as I believe 
there have been, and not have, as al- 
most every other business has—even 
those highly competitive an organi- 
zation of agency heads? No one com- 


pany and no one body of life insurance 
agents can of themselves improve life 
insurance salesmanship as it could be. 
Would it not be a gigantic step in life 
insurance if advantage was taken of 
this opportunity?” 

Program Suggestion 

The following suggestions have been 
made for a program of the World's 
Salesmanship Congress: 

Sunday, July 9th, A. M.—Sermons in 
24 Detroit churches by 8 sales manag- 
ers, 8 salesmen, 8 sales teachers; sub- 
jects to be salesmanship topics, ad libi- 
tum with speakers; subjects to be se- 
lected by April 1. 


P. M.—Opening meeting of Congress 
music—formal opening—followed by 
either address by President Wilson 


(see note on page for 5th day of Con- 
gress) or 1. “Salesmanship—Always a 
National Need.” 2. “Salesmanship 

The Fundamental Need for Commercial 


Preparedness.” National Anthem. 
Monday, July 10th, A. M.—9:45 to 
10:30-——Business Session. 10:30 to 
12:45-—-Salesmanship in General ( : 
) Presiding. 25 minutes each 


1. “Comprehensiveness of Salesman- 


ship.” (By ) 2. “Are Salesmen 
Born?” (By ) 3. “What It 
Costs to Make a Salesman.” (By - 

) 1. “Can Psychology Make 
Them?” (By ) Followed by dis 


cussion and a resolution embodying net 


results of morning’s work. 

P. M.—Departmentals on Salesman 
ship in General (8 dif. Halls)—3 P. M. 
to 5 P. M. For executives; three 20- 
minute talks—-Chairman § ( ) 
“Selection of Salesmen.” (By ) 
“Education of Salesmen.” (By ) 
“Direction of Salesmen.” (By ) 
Discussion and Resolution: For sales- 
men—Chairman — { ) “Sales 
Schools.” (By ) “Sales Courses.” 
(By ) “Sales Books.” (By ) 
Discussion and Resolution For sales 
men and executives-—Chairman ( 

) “Salesmen's Hotels.” (By ) 
“Salesmen’s Expenses.” (By ) 
“Salesmen’s Wages.” (By ) 
Discussion and Resolution. 

Tuesday, July 11, A. M.—9:45 to 
10:30-—Business Session. 10:30 to 12:45 

Oral Salesmanship ( ) 


Presiding. 25 minutes each—1. “Ethics 
of Salesmanship” (By ) 2. “The 


Price Cutting Manufacturer” (By— 
) 3. “The Discounting Jobber” 

(Ty ) 4. “The Bargain Sale 

Retailer.” (By ) Followed by 


Discussion and a Resolution embodying 
net results’ of morning’s work 

P. M.—Departmentals on Oral Sales 
manship (3 different Halls); 3 P. M. 


to5 P.M For executives; 20 minute 
talks—Chairman ({ ) “Selling 
to South America.” (By ) “Sell- 
ing to Germany.” (By ) “Selling 
to Great Britain.” (By ) Dis- 


cussion and Resolution: For Salesmen 

Chairman ({ ) “Real Estate 
Salesmanship.” (By ) “Insur 
Salesmanship.” (By ) “Sur 
eties Salesmanship.” (By ) 
Discussion and Resolution: For sales- 
men and executives—Chairman ( 

) “Salesmanship in 


ance 
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Prudential Mutualization Means 


that the holders of Fourteen Million Policies are the Owners of the 
Company and that for all time the policyholders will control the 


Company for their own 


benefit. 








Great has been the work and growth of The 
Prudential, but greater is its future destiny. 








THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Home Office : 


Incorporated Under the Laws of the State of New Jersey 


FORREST F. DRYDEN, President 
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Schools.” (By ) “Salesmanship 
ine Universities.” (By ) “The 
Salesman’s Health.” (By— ) 
Wednesday, July 12, A. M.—9:45 to 
10:30—-Business Session. 10:30 to 
12:45--Printed Salesmanship. (Adver- 
tising) ( ) Presiding. 25 
minutes each—l. ( ) 
2. “Sales Letters.” (By ) 3 


Newspaper Advertis- 
ing.” (By ) 4. “Premiums and 
Souvenirs.” (By ) Followed by 
Discussion and a Resolution embodying 
net results of morning’s work. 

P. M—3 P. M. to 5 P. M. Debate on 


“Magazine and 


the Question ‘Advertising is Salesman 
ship.” Chairman ( ) Ist Af- 
firmative. (By ) 2nd Aflirma 
tive (By ) Ist Negative. (By 


) 2nd Negative. (By ) 
General Discussion. Decision by Judges 


Thursday, July 13th, A. M.—9:45 
General Business Meeting—1l. Reading 
of all Resolutions and Ratification or 
Rejection of same by entire Congress. 
2. Reports of Committees. 3. Organi- 
zation. 

Life Insurance Selling Suggested by 
Motor Car Man 

Paul V. Farnsworth, acting super 
visor of the Cadillac Motor Car Co.’s 
school, makes the following sugges 
tions for the Congress: 

“T would suggest that since the con- 
vention is to be held for five days that 
the subject ‘salesmanship’ be divided 
into five great classes, such as special- 
ties, life insurance, automobiles, ete., 
or one subject a day. These can be 
sub-divided into one or two hour pe 
riods, each followed by general discus- 
sions, as for example: 

“Automobile Salesmanship—-From 9 
to 10, city sales; from 10 to 11, coun- 
try sales; from 11 to 12, foreign sales; 
from 1 to 2, training of salesmen; from 
2 to 3, selection of salesmen; from 3 
to 5. 

“In regard to topics that should be 
discussed, the following are a few that 
I believe would be of interest: 

“Ist, psychology and character build- 
ing as applied to the salesman; 2nd, 
training and developing of salesmen; 
3rd, rules of success—-covering those 
fundamental rules and principles that 
are necessary to all salesmen; 4th, 
methods used to inspire salesmen; 5th, 
methods of checking up salesmen’s re- 
sults; 6th, methods of opening up new 
territory; 7th, studying the buyer’s side 
of the proposition. 

“The following is a list of problems 
that I would like to have solved: 

“Ist—Whether salesmen are born or 
made? 2nd—Some positive method of 
proper ‘selection of salesmen. = 3rd 
What is of the most value—knowing 
your goods or knowing your’ cus 
tomer?” 

Views of R. O. Miles 

R. O. Miles, general agent of the Con- 
necticut General, summed up his im- 
pressions of the proposed World's 
Salesmanship Congress as follows: 

(1) It will be the first Congress of 
its kind ever heid. 

(2) It already has the backing of 
many of the biggest and best men in 
the country. 

(3) It bids fair to be the largest gath 
ering of men in business convention 
that has ever been held. 

(4) It will be a meeting of many of 
the greatest minds in the world. 

(5) It will be a Clearing House of 
valuable thoughts and _ progressive 
ideas. 


(64) It will give the salesman a better 
conception of himself and the public a 
better conception of the salesman. 

(7) It will distinctly distinguish be- 
tween the “order-taker” and the “sales- 
man.” 

(8) It will insist upon character, in- 
tegrity and honor that our obligations 
as salesmen may be fulfilled morally 
as well as legally. 

(9) It will aim to eliminate the 
faker and the teaching of theoretical 
“bunkum.” 

(10) It cannot fail to accentuate the 
importance and desirability of well con- 
ducted salesmanship courses in our 
schools and colleges. 

(11) It will secure the attention and 
inspire the confidence of the public. 

(12) It will create a desire upon the 
part of the public to know the sales- 
men attending such a Conference. 

(13) It will create a desire upon the 
part of the salesman to become as ef- 
ficient as possible and it will emphasize 
the fact that efliciency is synonymous 
for service 

(14) It will be an important step to- 
ward commercial preparedness in this 
country both in respect to present and 
possible future conditions. 

(15) Last but not least, I am _ con- 
scious of some magnificent plans for 
entertainment when we are not en- 
gaged in the serious work of the Con- 
gress and “Detroit’s Hospitality” will 
be something long to be remembered 
in addition to the achievements during 
the serious hours. 

Executive Committee 


committee of the 
Congress fol- 


The executive 
World’s Salesmanship 


lows: 
D. M. Sarrett, chairman, editor, 
“Salesmanship,” Detroit; Lee Ander- 


son, commercial manager, Hupp Motor 
Car Corporation, Detroit; J. R. Bass, 
president, Nashville, Tennessee, Divi- 
sion of the Travelers’ Protective Assn., 
Nashville; R. EK. Bell, sales manager, 
Frederick Stearns & Co., Detroit; Hugh 
Chalmers, president, Chalmers Motor 
Co., Detroit; Walter C. Cole, assistant 
secretary, Detroit Board of Commerce; 
Harry W. Ford, president, Saxon Motor 
Co., Detroit; Alexander K. Gage, presi- 
dent, Casket Mfrs. Assoc. of America; 
Norval A. Hawkins, manager of sales, 
Ford Motor Co., Detroit; H. M. Jewett, 
president, Paige-Detroit Motor Co.; 
Joseph Mack, president, Joseph Mack 
Printing House, Detroit; M. J. Murphy, 
president, Murphy Chair Co.; B. P. Neff, 
vice-president, International Sales Man- 
agers’ Assn., Duluth; EK. Leroy Pelle- 
tier, advertising agent, Detroit; W. C. 
Standish, resident manager, United 
States Tire Co., Detroit; John Wana- 
maker, The John Wanamaker Depart 
ment Stores; Charles B. Warren, presi- 
dent, Detroit Board of Commerce; E. A. 
Walton, advertising manager, Bur- 
roughs Adding Machine Co., Detroit; 
R. HW. Webber, president, The J. L. Hud- 
son Co., Detroit; Kdward A. Woods, 
president, National Assn. of Life Un- 
derwriters, Pittsburgh. 


SPECTATOR CHARTS. 


The Spectator Company this week is- 
sued 1916 editions of three of its most 
important charts: The Life Insurance 
Policy Holders’ Pocket Index, the 
fandy Chart of Casualty, Surety and 
Miscellaneous Insurance Companies in 
Anerica, and the Pocket Register of 
Accident Insurance, 1916; all important. 





Home Office 
1888 


Organized February 23, 
Assets 


Insurance in Force 


AGENTS 





Industrial and Ordinary Insurance 


The WESTERN and SOUTHERN LIFE 


INSURANCE CoO. 


....CINCINNATI, O. 


Ee re $ 8,763,565 


Branch offices in all the larger cities of Ohio, Kentucky, Indiana, West 
Virginia and Western Pennsylvania 


W. J. WILLIAMS, President 


blah aed, Bi, gree ABN 79,619,535 


WANTED 











A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penp. 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 
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SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO, 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 
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Work And Win With Us 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 











Pensions for Individuals 


Pensions for Superannuated Em- 
ployees of Business Institutions 
Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. 














WE HELP OUR AGENTS. ASK US HOW. 





BANKERS LIFE COMPANY, DES MOINES, IOWA 
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—_——_——_— prospects if you have not the right men- °°"! y made me respect it. If I have calle 
tal attitude, if you have not a full head jim, 1 never foreet that 1 hove naie a 
REFLECTIONS ON PERSONAL PRODUCTION of steam. You cannot screw Jones up vestment w m—this leads me 1 
to the point if you have to screw your- '*)' care record of what he » et 
. ¥ self up, and this thought leads to so : : Ricca stab 5 oe Oe wat 
By Charles R. Gantz, General Agent State Mutual Life, Baltimore much else right along the same lines, ots day | m af . ~y mindfu the { 
for depressions like those I have tht J take "i sat I don’t get him, whi 
Mr. Gantz won the salesmanship talk prize at the National Association Convention enumerated are not the only ones that {>.> Ml gene em " / ' - t , outs 
in San Francisco last summer and led the State Mutual representatives in reduce steam PESAOErS. I shall not BO cases that £ bev : wed up for years—tl 
Pe al Production for January, February and March, 1915 into detail, but, fundamentally, it can r ies a lah ax a os Te Pp 4 : 
one = vee 5 y . all be traced back to “condition,” and joi) oh JN ae le eg L would my 1 
any of you who has participated to = 1 have learied by experience that it ise 
EEE en . : any extent in athletics know what this rely ! costly to spend tim competitive 
Absolutely the greatest element of 2re, Ti you come to the office in the means. In other words, you have sim- ('°°) (ey Small amounts; if r five keen 
success in “Personal Production is a and find a — your ply got to guard your health like you ' ne . a ca iy on ; p< Bg = , tte 
“work, hard work, and this first, last a ix thal smith “s nase for 700 - over- would your eye sight, and when I say f one day—and if you don’t land him, drop 
and all the time. In fact, all that I, or due and not paid, Sa learn that guard your health, I don’t mean just ; phe we Te Lor ee ee 
any one else, can say on the subject the case you sent off a few days be- avoid taking colds. I mean get regular as ; st y : ~J - on ith, nd lespite the fact 
could be boiled down to these three fore with your mame all over it and pa 2 eT elles 


- ; ; and the full quota of sleep ; » don't and you ply cannot afford to educate 
ords, and | want this one fact to re. Which was brought in by a broker with proper amount yor a te A pul pose lim in the face of h odd t ques anal 
yords, « ‘ , , 2 . § 5 i xX ; 
main paramount, and considered the "0 reference to a prior rejection has ‘ eae a en but youll 


es : i ae ercise. “Conservation of self” in other ritin “ten” i time me place els 
text of this discourse, J shall only en- been Gee ined three hsp 9 or if pen words, another great title on which a 1 t invariably holds tru Your be 
deavor to amplify. find BE SPPCRTIOR O * harlie Johnston paper could be written alone mm WHESCR OUT OF COMpetreror 
Every insurance man who has at- Te urned for corre ction (a competitive Tenor of Argument iJ — So IL y expesivnce oh t men ar 
tained any sort of success in the busi a e you we re particularly _ anxious The tenor of my argument is always oa rh. utr kena. a ek ee 
yess must know that the one great un- #POut) because ! he 8 gned his name «ai the good things about the State ‘ie Pappy smile, all have their places; but 
derlying principle of the whole game is  /@5 instead of Charles; or any — Mutual to the absolute exclusion of or id sega eben tathing it. "i i 
simply “seeing people.” There is no of a dozen things that can happen; any reference to, other companies’ pol sig Wage 0 Sige 3 t, a 
eeret or trick about writing insurance icies or contracts,” and ii is a method I have a carned that when it comes right 
) fact any man, no matter how lowly that I preach with all my force to those = “es é Paap ve | ntl a t “e 
aspirations, that knows his rate around me. It gets you away from fig tall I realize w more than ever, | wd 
hook, who will conscientiously and in ures, and from talking insurance with !tve talked many a man inte 4 ance, and 
telligently see five people a day, will a lead pencil, and in nine cases out of je"! gre sig Mec yh Pd ice i - 
vrite busine and write it every week ten it wins. I have found either in or agents who are really beginnes I am tou 
As simple as this formula may appear, out of competition “it gets the busi- ' phase here wi a sure need not 
| venture to say that no life insurance ness,” and when you do win with thi > gy eg 1 — ye mn ia o +— 
man has ever done it and kept it up plan, nothing can ever shake your pros ensively, are to me very vital The very 
for any appreciable length of time. En pect’s confidence in his policy—he is !**t ef my presences in intelligent busin 
agements made ahead, medical exam salisfied--and we all know what ai jo... ‘ke eee y vata ‘ey — Hatgg 
ations, Correspondence and oflice de satisfied customer means. I would like « t while ‘and let him tall I n soot 
tail, and back calls positively prevent to dwell at length on this particular ther tall to it 
e vlan being absolutely carried out : re " 


method of closing busine e. the |. Pie ; ; 
talking of your own Company. | firmly ied) protection, f co : 
believe that if an agent knows his own) ! t 
company and his own policies, he need 


0 the letter | never let the idea of 


t get away from me, however; it is 
an absolutely proven plan and under 





1 1 \ t 1 ( 
it results are guaranteed, have to know nothing about a com- , 
Preparing for Day’s Work petitor. We recently moved our Balti 1 know that t eo a “personal producer” 1 
My personal application of it, how more office, and when the move was Pigg phe "he 2 saw.“ age poten 
ver, Works out about as follows My made, so surely did | believe in = my lay that it will ent the 
first thought in the morning, and it theory, that | destroyed, | know with ct I spending time the othee, | 
vally hits me before I am out of bed out exaggeration, a ton of competitive ws ae ot eee ee 
| mean this), is who am I going to stuff, all of which had been carefully deayor to. pet t at | ld spend ‘ 
write to-day. You always have several filed, something “against” every com ! lice if | | let myself, and 
men uppermost in mind, and | decide pany of any prominence. It is of course ''' : sraeTttsbr tas ee tle A: Shee 
on Jones, for | believe in concentration necessary to have a reference book, for yetent cles 1 1 depend 1] | w 
After this decision has been reached occasions arise when we must know t dictate a letter that not a tery nece 
Jones to me becomes the paramount is certain things, and for this purpose 5 ne nex Cat's 
ste Of the day. Kverything must give ba Weer there is a standard publication which is 
vay. I've made up my mind that I am CHARLES R. GANTZ peculiarly adapted. To my mind there DISABILITY BENEFITS 
going to see him, if he is in town, and is just one supplement to this plan, for 


that lam going to write him, if he can don't go to see Jones. You'll spoil @ on’ pgeneral topics pertaining to our busi Southwestern Life of Dallas Gives Ex 








‘ on s ° Pr, ‘aco if , , r . . rn va . 
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our or five times, perhaps. Scheme for flowers and take them to that friend in’ 6, three insurance papers and read 
the interview. Brush up on all | know. the page = you ge been — them—there is lots of help in every one The Southwestern Life of Dallas 
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‘in in playing it to win insurance issued. benefits falling due between March 31, 

ian 1916, ¢ ‘ch 31, 1917 1 policie 

—— Essentials NORTHWESTERN POLICIES are easiest to sell and stay longest in force. re a beg ali Homage oreo pF soy 

laving ling eet oe ‘ V ei ; ause 1s 

Pe vas 7 eo on ge - . : Mortality 60.31%. Interest 4.95%. Expense 10.46%. now attached, will be waived or repaid 
avo » elucidate on a fey 


*ssentials that have helped me most AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules to _ “ a ee - 

NM putting it in practice ntal : , : i “Proof of total and permanent dis 

titude is Cttasdarigg - mig tom It Will Pay You to Investigate ability in all instances must be made 
S paramount. s your steam. 








T rat ¢ ’ «*Tyst ” » ‘ 's ‘eg ar P ag 
To set it and to hold it, I am t mpted Income Insurance Before Selecting Your Company Large ‘‘Dividends upon the ompany’s re ul ur forms at 
0 say, you have practically to eat Write to — the expense of the insured, and such 
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EXCLUDE GROUP INSURANCE 


LIMITATION 


NOT FIGURED IN 


New York Legislature Passes Amend- 
ment to Section 96—Means Great 
Future Expansion 


The New York Legislature has passed 
eon amendment to Section 96, excluding 

oup insurance from consideration in 
the limitation of writings. It defines 
vroup insurance as a group of one hun 
dred or more policies on lives of em 
pioyes of one employer. Industrial in 
surance and re-insurance have been ex- 
c'uded for some time, 

Development of group insurance by 
the life companies has been retarded to 
some extent by the fact that every lia 
bility assumed in this field counted 
against them in computing the limita- 
ticns placed upon their writings by the 
insurance departinents With the re 
moval of the feature from the general 
business the companies which have 
been in the field from the beginning will 
find room to expand and others will 
doubtless — enter, Insurance — circles, 
tierefore, look for rapid progress in the 
line from now on. 

With ation for work acc 
cents, sickness insurance for ills, and 
accident insurance covering outside 
work hours and life insurance the work 
man fortunate enough to be in the em 
ploy of progressive employers has prac 
tically nothing to fear in the way. of 
“unpreparednes Ilis employer has 
lecked after every contingency and he 
works heartily and efliciently, for he 
thinks a good deal of a job that leaves 
him free of the worries to which, under 
ordinary conditions, the average work 
man is subject. 


compen 


RATIFY RE-INSURANCE CONTRACT 
Meridian Policyholders and Stockhold- 
ers Accept Pan-American Merger— 
Latter Has $40,000,000 in Force 

At a meeting of the policyholders of 
the Meridian Life Insurance Company 
held on April 18, and at the meeting of 
the stockholders of the Meridian Life 
Insurance Company held on April 21, 
there resulted the unanimous accept 
ance and ratification of the re-insurance 
contract, and the Pan-American Life is 
now in full possession of the business 
formerly owned by the Meridian Life 
Insurance Company. 

The merger of these two companies 
into one company will give the Pan 
American Life Insurance Company over 
$5,000,000 in capital, surplus and = re 
erve, and about $40,000,000 of business 
on its books. 

The Pan-American Life Insurance 
Company will continue a division office 
at Indianapolis, Ind., which will be. un 
der the direction of Dr. Kf. G. Simmons, 
vice-president and general manager. All 
agents and employes of the Meridian 
Life Insurance Company are to remain 
with the consolidated company, and 
lend their best efforts toward its suc 
cess. 

In addition to the territory now Gov 
ered by the Pan-American Life Insur 
ance Company, it will operate in the 
following States: Indiana, Illinois, Mis 
souri, Pennsylvania, West Virginia and 
Kentucky. 

The settlement made with the minor- 
ity stockholders will be on the same 
basis as the setlement made with the 
majority stockholders. 


INSURANCE REGIMENT 


A regiment of 1,000 soldiers, com- 
posed exclusively of insurance men, is 
being discussed in Hartford. The idea 
originated with President Walter EF. 
tatterson, of the Travelers’ Club. 

After the annual meeting of the club 
on May 1, there will be a_ banquet. 
The speakers will be President Butler, 
of the Travelers, and James V. Barry, 
Metropolitan Life. ; 





Liabilities 


Surplus 


STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


JANUARY 1, 1916 


Substantial gains made in all departments. _ 
Liberal policy contract, embodying every up-to-date feature. 
Low net cost. 


BURTON H. WRIGHT, President 
$48,720,825.44 


45,490,990.83 
$3,229,834.61 


Occasionally we have an opening. 











FOUR NEW ENGLAND MUTUAL RECENT CLAIMS 








During the past month the New Eng- 
land Mutual Life paid four death claims 
that show very interesting results un 
der different contracts and different 
durations. In the Company’s publica 
tion it described the claims in some de 
tail as follows: 

One of our oldest 
land Winslow, of 
Agency, died in February. He was 
born in 1824, and reached the unusual 
ave of ninety-two years. Mr. Winslow 
held two policies, for $5,000 each, on 
the Ordinary Life plan. 

The first policy was issued in 1853 
when the applicant was thirty years of 
age. 

No. 4521 
Amount $5,000 
Sixty-three premiums 
Total shares of surplus 


members, Mr. Ro- 
the Home Office 


Ordinary Life 
Premium $114. 
$7,182.00 
3,594.19 
Net cost $3,587.81 

Under this policy Mr. Winslow had 
been insured sixty-three years at an av- 
erage cost of $11.38 per $1,000 insur- 
ance per annum. The margin of insur- 
ance at maturity was still 40 per cent. 
of the net cost, notwithstanding the 
fact that the protection was carried to 
a remarkably advanced age. 

The last share of surplus brought the 
current net premium to $24.75, which 
was only 21.7 per cent. of the gross pre- 
mium. 

Under the. other policy, No. 10530, 
which was in force fifty-five years, the 
results were very similar. 

The second case in this group was a 
policy on the life of Mr. G. Lb. Fler 
sheim, Chicago Agency, born 1827. His 
age at entry, 1857, was thirty; he died 
at eighty-eight. The policy was, there- 
fore, in force fifty-nine years. 


No. 6627 
Amount $2,000 
Kifty-nine premiums 
Total shares of surplus 


Ordinary Life 
Premium $45.40 
$2,678.60 


Oe MUM sect ends tadinddoneas te $1,455.83 


The last share of surplus, $34.30, re- 
duced the amount then due the Com- 
pany to $11.10, only 24 per cent. of the 
xross premium. 

On the average, this member paid at 
the rate of $12.25 per $1,000 insurance 
per annum. At this cost he was in- 


sured from age thirty to eighty-eight, 
when his estate received $2,000. The 
margin of insurance was equal to 38 
per cent. of the net premiums. 

The history of these three policies is 
highly significant because it again 
proves the desirability of the Ordinary 
Life independently of length of years. 
Of course, such low costs have never 
been approached by fraternal or non- 
participating insurance. 

The next case is that of Mr. M. N. 
Allen, in the Philadelphia Agency. He 
was born in 1829 and bought a Ten- 
Payment Life policy for $3,000, when 
he was thirty-eight years old. He died 
at eighty-seven, the policy having been 
in force forty-nine years. 


No. 26901 
Amount $3,000 
Ten premiums 
‘Total shares of surplus 


Life, Ten-Payments 
Premium $177.54 
$1,775.40 
1,391.31 


inield sive maiiule a lesae ce ae ae 


The history of this policy shows that 
the Company gave $3,000 protection for 
forty-nine years at a net cost of $2.61 
per $1,000 insurance per annum. The 
Ten-Payment Life is hereby again dem- 
onstrated to be the cheapest of the 
usual forms of life insurance in annual 
net cost in cases where it remains in 
force during an expectation of reason- 
able length. 

The last claim of the group illus- 
trates strikingly the contrasts in life 
insurance experience. Mr. athaniel 
I. Sawyer, age thirty-seven, bought two 
Ordinary Life policies of $5,000 each 
through Mr. Meyer’s Chicago Agency, 
January 13, 1916. In just nineteen 
days, February 1, 1916, he died of ap- 
pendicitis. The claim of $10,000 cost 
the insured one premium of $288, mak- 
ing a net return to his estate of $9,712. 

The great Dr. Johnson said: “No man 
believes his own life will be short,” 
nevertheless, insurance companies well 
know that often it is but a “walking 
shadow.” 


Net 


cost 


TWO MORE BANKS 
The Union Savings Bank of Pitts- 
burgh and the Capitol City Bank of St. 
Paul, are the latest additions to the 
growing list of banks which are advo- 
cating life insurance by means of ad- 
vertisements in the local newspapers. 





66 Years Old 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 


FRED A. HOWLAND, President 
PART OF THE 1915 RECORD: 

Largest paid-for new business. 
Largest payments to policyholders. 
Largest dividend payments. 
Passed two hundred millions in insurance in force. 
General surplus substantially increased. 
Dividend scale increased fifth time in eight years. 


A good policyholders’ company is a good company for the agent, 


Write to Edward D. Field, Superintendent of Agencies, Montpelier, Vermont 


Mutual 
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SUSPENDS PROFIT-SHARING 


ACTION BY BRITISH COMPAny 


Statement By Prudential Assurance (Cp, 
Ltd., of England—Burdens of ' 
War the Reason 

The Eastern Underwriter has_ beep 
asked to furnish some additional infor. 
mation relative to the decision of the 
Prudential of England in Suspending its 
surplus profit-sharing scheme. In jts 
annual report the Company gives the 
following explanation: 

“The profit-sharing scheme in the jp. 
dustrial branch provides that after pay. 
ment of a fixed dividend to the share. 
holders any surplus profit shall be qj. 
vided into six parts: one part being ro. 
tained by the shareholders, one distrip. 
uted among the outdoor staff of the 
Company, and the remaining four parts 
being allotted by way of bonus to the 
policyholders of the industrial branch 
The sum which has already been paid 
or allotted under this scheme by way of 
bonus to the industrial branch policy. 
holders and outdoor staff amounts t 
£ 2,825,000. 

“The amount of surplus shown this 
year does not permit of any increase 
being made to this sum; there is, how 
ever, a substantial balance still remain. 
ing, from which bonus additions will be 
made to the sums assured on all poli- 
cies in the industrial branch of over 
ten years’ duration which become 
claims either by death or maturity of 
endowment from March 38, 1916, to 
March 1, 1917, both dates inclusive, as 
follows: 


Premiums Paid for 
10 years and less than 35 years 
‘ “e “e “e 


€ ‘ 
35 si 


60 years and upwards 


Bonus Addition 
to Sums Assured 


£2 10s. per cent. 


“The strain imposed upon the Com 
pany by the operation of the Court’s 
(Emergency Powers) Act and the ne- 
cessity of reserving funds to meet the 
liabilities which this Act unnecessarily 
and inequitably creates, are in a large 
measure responsible for the temporary 
suspension of the profit-sharing scheme; 
this year there will be no surplus profit 
sharing by the shareholders or by the 
outdoor staff, while the fixed dividend 
of the shareholders will be reduced by 
£100,000.” 


C. A. PELTON PRESIDENT 


The Binghampton (N. Y.) Life Under: 
writers’ Association was organized re 
cently at a meeting held in the Carlton 
Hotel of that city. George Russell 
Leonard, assistant to the president of 
the National Association of Underwrit 
ers, presided. Officers elected were 4 
follows: President, C. A. Pelton; first 
vice-president, T. R. Lynch; second vice 
president, C. C. Klee; secretary, R. 8. 
Riker; treasurer, T. A. Wilson. The ex 
ecutive committee is composed of W. E 
Ralph, H. R. Holcomb, A. H. Harding 
and the officers. 4 

Among the sixteen charter member® 
of the Association are ©. A. Poke, 
Hoag, A. H. Harding, Thomas A. Wi 
son, George H. Smead, M. J. Eskert, 
E. F. Cramer, T. R. Lynch, R. 8. a 
O. L’H. Britton, A. K. Roberts, ©. 
Klee, C. Vesy, H. R. Holcomb, 1 
Brown and F. E. Tewksbury. 


R. F. Mooney, agency superintendét 
of the Aetna, spent several days at 


New York office of the Company this 


week. 
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High Water Mark in 
Production This Year 


UNUSUAL PROSPERITY SEEN IN 
MANY SECTIONS 
Experiences and Views of Some of the 
Companies Given to The Eastern 


Underwriter 
Most underwriters and many agents 
ire of the opinion that 1916 will set a 


pace for production that will be record- 
yreaking. Figures for the first quarter 
siow this and there will be no let-up 
yitil Summer. The country is in a con- 


dition of unusual prosperity, because 
of the war orders and other reasons, 


and new crops of millionaires are being 
made over night. General agents are 
not worrying over the possibilities of 
reaction following the war; they are 
taking advantage of the present situa- 
ton. The fact is that there are more 
people to insure than ever before, and 
they can buy and are buying more in- 
surance. A general agent said to The 
Restern Underwriter this week: “The 
acent who can’t write life insurance 
these days can never do so.” 

As an indication of the rush of busi 
ness The Prudential has been compel- 
led to make a large addition to its 
clerical staff. 

Record Season, Says W. L. Crocker 

Walton lL. Crocker, vice-president of 
the John Hancock Mutual Life, said on 
Tuesday of this week: 

“You ask what our impression is 
with regard to the possibilities for the 
current year. Our answer is, that so 
iar it seems to be a record season. Not 
only has this Company issued more in- 


strance than ever before, but there 
has been a marked improvement in 
persistence. The result is a remark- 


able net increase of insurance in force. 
“Our impression of the general pros- 
perity as evidenced by these symptoms 
is strengthened by the fact that collec- 
lions are also excellent. In other words 
‘he premiums are more promptly met 
than is ordinarily the case. We look 


forward with confidence to the most 
wiusual season in a generation.” 
Best American Central Business 


Herbert M. Woollen, president of the 


American Central Life, said to The 
Rastern Underwriter: 
“The American Central is experi- 


eacing to date the best year of its his- 
\ory, both on the point of new business 
‘eng written and paid for, and upon 
he more interesting question of im- 
hiovement in its internal structure. We 
believe that if 1916 continues as it has 
started it will be the best year in our 


history in all departments of the 
Company.” 

Conditions Good Everywhere 

The Metropolitan Life’ made this 


statement to The Eastern Underwriter: 
Our information is that business con- 
itions are good everywhere.” 
The ~pnprecedented Business 
is : ] ew York Life agents are send- 
“<lreng unprecedented amount of new 
—s P88. In a Statement to agents 
omas A. Buckner, Vice-President 
sald afew days ago: 
it seems mey 


ri ecessary 


at this time to tell 
that i 


e sure_ your business is 
nee it 1s written, than it is to 
write it, even if that were 





fast-moving wheels of industry 
ly all lines seem to be putting so 
fy in people’s pockets that the sound 
ince companies are all prosperous, 
iter f this company in particular 
= in an unprecedented volume of new 

ce. The man who is not writing ap- 








Tigges for the New York Life these days 
“ie be believe, get into some other line 
ele ‘Ss can carry him. His place 
Ma an indication of money 


, the New York savings banks 
deposits are almost unprec- 

In corroboration the unique 

here in our own company 
month of March the can 
loans slightly exceeded the 
by the company in the same 
ie third time this same 
rred in the last few months. 
that the sales of life insur 
meter of conditions in the busi 
{ain it is that everything con- 
ent moment to direct men’s 
“safety first,” which means 
dren First.” It may be that 
out in a recent debate in the 






Senate of France that 800,000 French children 
had been made fatherless by the war, has led 
the men of this continent to realize that while 
war is frightful, the daily toll of deaths from 
accident and disease, keeping up every day in 
every year, is also a frightful thing that must 
be provided against, and that the only way 
to do this is through life insurance. 

Franklin’s 70 Per Cent. Increase 

The new issues of the Franklin Life, 
of Springfield, Ill., for the first quarter 
of 1916 showed an increase of about 70 
per cent. over that of the correspond- 
ing period of last year. Secretary 
Henry Abels said to The Eastern Un- 
derwriter: “The outlook for business 
throughout the territory in which we 
are operating appears excellent. We 
are expecting to have an unusually 
good year.” 

Sees Remarkable Trade Expansion 

Kk. W. Randall, president of the Min- 
nesota Mutual Life, recently wrote the 
following letter to agents, which sums 
up his view of business conditions: 

“The business tide is at the flood now. 
This country is launched upon a period 
of remarkable trade expansion and 
commercial activity. No one now liv- 
ing in the United States ever saw a 
time so full of promise as this year 
1916, and it is probable that no year 
like it will ever occur again. 

“The war injected a_ spectacular 
stimulus and started the wheels mov- 


ing. But, a long delayed recovery was 
more than due, and now all business 


machinery is running with a speed and 
power never before attained. 

“The basic industries of agriculture, 
mining, manufactures and_ transporta- 
tion are tremendously prosperous, and 
this means a comprehensive business 
revival. Building and real estate lines 
are active. Professional men are busy, 
and laborers are employed at big 
wages. 

“Should not this condition prompt un- 
usual effort for us? Our field is ready 
with an unusual harvest. The people 
need life insurance—always need it. 
They are able to buy it now. Get the 
vision—a real vision—and then realize 
upon it. Plan—then execute. 

“We should be very busy—actively 
and intelligently busy. The busy man 
is always appreciated. Busy people like 


to do business with him. Everybody 
steps aside for the man who knows 
where he is going, and what he in- 


tends to do.” 
Large Gains 

Hi. W. Wannenwetsch, secretary of 
the Western and Southern Life, of Cin- 
cinnati, believes that 1916 is going to 
be a banner year. His views follow: 
“The experience of our Company during 
the first three months of this year jus- 
tifies the belief that the year 1916 will 
produce most phenomenal results. The 
great increase in the business of this 
Company during the present year is 
manifested by comparison with our rec- 
ord of 1915, which showed the largest 
increase which we had ever accom- 
plished theretofore. However, for 1916, 
in our ordinary department we have 
already increased our insurance account 
more than we did during the entire 
year of 1915, and in our industrial de- 
partment the results accomplished for 
the first three months of this year are 
more than were accomplished during 
the first six months of 1915. 

“We believe that this general boom 
in life insurance is not only confined 


to this Company, but we understand 
that large gains are being made by life 
insurance companies in general.” 

William S. Ashbrook, agency secretary 
of the Provident Life and Trust, said: 
“The most hopeful sign, as we see it, 
is that our agents are too busy writing 
business to have very much time to 
discuss general conditions.” 

“The Manhattan Life finds business 
this year to be extremely good,” says 


Vice-President John F. Roche. “We 
fully expect to secure more life and 
endowment insurance during the year 


than the Company has ever written,” 
he said. 
Keeps Up Increase in April 

During April the Mutual Benefit con 
tinued to make increases corresponding 
to those made during the first three 
months of the year. The new business 
for the first three months, giving com 
parative record, is shown in the accom 
panying statement: 

New paid for produced at 


s business is being 
a rate which, if maintained on the basis of the 





first quarter, will give us $100,000,000 net for 
the year 1916. The business of March was tl 
greatest for any one month in the history of 
the company, 
Comparative Record—March 
Number Amount 
Applications received ......... 3.9 $1 1,932 
Increase over March, 1915..... 64 2,803,600 
Increase over February, 1916 
(Bulletin 824) oneenas 26 704,028 
New policies issued on original 
applications ‘babe eeus «+ 4,482 11,799,16 
Net increase over March, 191 790 2,586 071 
Increase over February, 1916 646 1,620,932 
Lives Amount 
Insurance reported paid for : 9,895, 
Increase over March, tors 08 1,792,504 
Increase over February, 1916 66 1,714,022 
Comparative Record—Three Months 
Jumber Amount 
Applications received 834 $34,890,708 
Increase over three monthis, 191 8,434,344 
New policies issued on origin 
applications .. . . 1,503 9372,629 
Net increase over three months 
1915 > 211 7,017 
Live Amount 
Insurance reported paid for 8,406 25,202,319 
Increase over thre mont] 
1915 .. ; 1,507 5,382,736 
Much of the new husine i under Monthly 
Income plans During the three months 
1916 a total of 881 Supplemental reements for 
$4,841,085 were issued —of these 413 having beer 
issued in March 


Expect $20,000,000 Year 

President Cillis, of the Germania Life, 
is confident that the Company will pay 
for $20,000,000 of new business” in 
1916. More than $6,000,000 was issued 
by April 15. During Hansen month 
(March) new business submitted 
reached $3,465,492, surpassing by $536,- 


729 the best previous month in the 
Company’s history 
$15,000,000 in Applications 
The Security Mutual Life of Bing 
hamton, reports that the first four 


months of 1916 will give that Company 
practically $1,250,000 more business 
than was written by the Company dur 
ing the corresponding period of last 
year. From present indications the 
Company believes that its agency force 


will produce during 1916 applications 
for $15,000,000 of new business Vice 
President Howe said to The Wastern 
Underwriter: “Prospects for the Se 


curity Mutual Life were never brighter. 
We have an enthusiastic agency force 
working for the upbuilding of the Com 
pany, and with an enthusiastic home 
office organization the combination is 
hard to beat.” 

Standard’s Gain 

Wesley, vice-president and 
agencies of the Standard 


Frank A. 
director of 








the Company’s history. 


utmost. 








Business Busily Booming 


Our representatives, always busy, were never so busy as now. 
quarter in 1916 surpassed in issues and deliveries any three months in 
Our representatives have the working tools, they 
have a Company of unexcelled prestige, and there is a fraternity of feeling 
between Home Office and Field that inspires men and women to do their 
Occasionally we have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 


Incorporated 1851 


The first 

















THE 
First Mutual 


Chartered in America, 1835 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 





FINANCIAL STATEMENT 


Assets, Jan. Il, 

FOU Sanda cw wa $74,274,980.68 
Liabilities ........ 69,154,791.00 
ee $5,120,189.68 


The New England Mutual’s recognized 
front of American 
companies is the of seventy-two 
years of honorable, capable and equitable 
dealing. If you are a “front rank” man 

you want identified with such an 


position in the rank 


result 


to be 


institution, 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 











Life of Pittsburgh, said that 1916 prom- 
ises to be a banner year for that Com- 
pany. “We have already made a larger 
gain in insurance in force than we did 
during the entire year of 1915,” he said 
“In the territory in which the Standard 
is operating the conditions that make 
for a good insurance business are all 
ideal, and I believe that 1916 will be the 
best year the country has ever seen.” 

The Home Life reports that the new 
insuratce issued during the first quar- 
ter of this year is 30 per cent. greater 
than during the corresponding period 
of jast year. 


ELECT GEORGE KUHNS PRESIDENT 


Heads Bankers Life of Des Moines— 
Years of Experience in 
the Field 


George Kuhns, vice-president of the 
Bunkers Life Company of Des Moines 
since 1913, and at the head of the 
agency force for thirteen years prior to 
that time, has been unanimously elected 


us president by the board of directors. 
lie succeeds E. E. Clark, president 
since 1909 and in the service of the 


Company for twenty eight years, who 
resigned on account of advanced years 
and failing health. 

President Kuhns began his life insur- 
ance career as a special field repre- 
sentative of the Company twenty-three 
years ago. After seven years of con- 
tinuous service in that capacity he be- 
came manager for the Company of its 
entire field force and served in that 
capacity until elected vice-president 
three years ago. As vice-president he 
has always been especially interested 
in the success and welfare of the field 
force which he has built up to be an 
organization of remarkable efficiency 
end productiveness., 

The new chief executive of the Bank- 
ers Life Company was born on a farm 
in Illinois. His parents were poor and 
he started out to make his own way in 
the world at an early age. He won an 
education for himself and attended the 
lowa State College at Ames. Starting 


out with no equipment except his own 
energy and determination, he has won 
his way to the head of one of the great- 
est life insurance companies in the na- 
tien. 

All other officers of the 
were re-elected. 


Company 
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| Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 














Superintendent John 
Kelly, of the Metropol- 
itan Life, Trenton Dis 
trict, was active in pro 
moting and bringing to 
a successful issue the Baby Week cele 
bration in his cits He offered a prize 
of $5 which the Committee in charge 
decided to give to the best mother 
rather than for the best baby. A list 
of questions to be answered by the 
mothers entering the competition was 
prepared and published in the ‘Trenton 


Got 500 
Replies From 
$5 Prize Offer 


newspapers rhe answers were re 
turned by mail or messenger to the 
City Clerk. ‘There were more than 500 


replies and the task of comparing them 


and deciding which was best took so 
much time that the announcement had 
to be postponed until some time after 
the Baby Week celebration So many 


turned in perfect answers that the next 
process in determining the winner of 
the “Best Mother Competition” was to 
into the home conditions of the 
baby in each of the families. This ex 
amination was started systematically 
by a committee of three women who 
were to make the final award. 
” + ”~ 
We are continually asking 
Sell for more and better busi 
Insurance ness, says F. W. Ford, in 
To Stay “The General's Monthly 
Review.” We also have oc 
casion frequently to talk about lapses, 
which have an important bearing on 
the business in general. The effort to 
secure new business, to persuade wage 
earners to purchase protection, may be 
comparatively easy, but to sell policies 
in such a way that they will remain 
sold, requires real effort and tact. 


look 


The causes which result in lapses 
are many, and undoubtedly the great 
est cause is--the poorly sold policy. 


The public resents whatever savors of 


securing money under misrepresenta 
tion. If the average man buys any- 
thing—from a collar button to a farm 


upon his own opinion and judgment, 
he generally takes any resulting loss or 
dissatisfaction quietly, because he has 
himself erred, and blames no one else, 
but sell a man a health and accident 
policy and fail to point’ out to him its 
conditions and unfavorable’ features, 
and you have stirred within him a spirit 
of resentment that will result in the 
lapsing of his policy, and you will lose 
just as many of his friends as he can 
possibly influence 
* 2 * 
The time is coming 
Oklahoma when life insurance 
View of Busi- on the active mem 
ness Insurance bers of firms, part 
nerships and cor 
porations will be just as common, just 
as much expected and just as necessary 
for credit purposes as fire insurance on 


the stock. Just how soon this condi 
tion comes about in your territory de 
pends largely on you, says Walter O 


Bannon, representing the American Na 


tional in Oklahoma 

Let’s get down to cases. How about 
your butcher, in partnership with his 
brother-in-law without even articles of 
agreement? When he dies won't there 
be a grand rumpus (oh, you family 
quarrel!), and one more firm will close 
its door: Sell the firm enough insur- 
ance on each partner to guarantee cash 
on hand to buy the widow's interest. 
How about your grocer with $2,500 in 


notes at the bank to carry accounts till 


fall? Do you suppose the bank would 
worry him as much when collections 
are slow if they knew he has a $3,000 
life policy payable to his estate? How 
about your hardware firm? If one of 
the partners should die to-morrow he 
would leave his wife as partner in a 
business she is illy fitted for, while a 
business policy would buy her interest 
and enable her to open a millinery 


store. If your doctor shoud die to-mor- 
row would a monthly income policy 
help to make up the income which stops 
when practice stops? These things sug- 
zest the protection afforded. Can you 
then go ahead and show how such pol- 


icy will increase credit, may be used 
us collateral for loans or to create a 
sinking fund to pay off bonds, mort- 


gages, or to build? 


Remember, the $2,500 policy is as 
necessary to the small concern as the 
great big policy to the large concern, 
in many instances more necessary. The 
small concern has no credit, and the fu- 
ture welfare and happiness of a family 
or two may depend upon its continu- 
ance. Life insurance on a man to the 


extent of his value to the business is 
absolutely necessary for the future solv- 
ency of the business. 

* + * 

Krederick A. Savage, 
Life Insurance: of the New England 
The Business Mutual Life in Balti- 


and the Man more, delivered = an 
address outlining the 
nature of life insurance and the oppor- 
tunities it offers to young men before 
the students of Baltimore City Col- 
lege. In part he said: 
The business world is divided into 
two great classes: the employer and 


the employed. 

The employer is, generally speaking, 
the man who has so conserved his re- 
sources that he is enabled to employ 
other men to work for him. He hires 
men with brains, and he pays more to 
the man who knows how to use his 
brains than he does to the man who is 
merely a machine, 

The man with the brain qualities 
makes his services valuable to his em- 
ployer, and fits himself for higher 
things and greater responsibilities. He 
becomes a leader among men because 
he has more tact, more energy, more 
initiative, and more ambition, than the 
man who allows himself to drift along 


the lines of least resistence. 

The man who reaches the rank of 
“employer” is one who overcomes oOb- 
stacles and makes other men do hs 


bidding. Such a man meets conditions 
as they arise; and by the very force of 
his nature becomes a leader among his 
fellows. 


To men with thece qualities, the life 
insurance business offers great finan 
cial opportunities because there are 


no limitations as to 
salesman is paid what he makes him- 
self worth, he is not dependent on 
favor or fancy, he works on a commis- 
sion basis, so regulated that every man 
has an equal opportunity. What he 
earns, therefore, is in exact proportion 
to the service he renders 

But it is a difficult business, with no 


compensation. A 


place for the loafer or the man of. in- 
decision. 
The life insurance salesman is an 


educator -he teaches men to conserve 
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Rates of Premium Extremely Low and 
still further reduced by 
Annua! Dividends 








their resources and to prepare for 
eventualities. But it is a delicate and 
difficult task to make men gave their 


money. Hence, insurance salesmen re- 
quire tact, energy, initiative and ambi 
tion—-the very qualities that make for 
real success in every walk of life. 

Naturally, such a business attracts 
ambitious men because of its very diffi- 
culty and its independence. 

The time hag not yet come when 
clients seek the life insurance company, 
and the salesman is not bound to deal 
with any particular profession or trade 
If business is dull in one line, he seeks 
the line of activity; he deals w-th all 
kinds and classes of men. His com 
pensation is based on the volume ot! 
each particular transaction: until year 
by year, as he climbs the ladder of suc 
cess, with steadily increasing rewards 
for work well done, he reaches the goal 
of prosperity. 

There are many men in Baltimore 
who have achieved success in life in 
surance. The average earnings of our 
general agents compare favorably with 
the incomes of successful men in other 
professions, Should I cite the case or 
any one of these general agents, | 
would tel] the story of a man who 
worked his way up on a commiss on 
basis, with nothing to start on—except 
indomitable energy and perseverance. 
For the qualities that make fur succes; 
in the life insurance business are not 
the kind to be restricted to salary 
limitations. 

Finally, the field is not overcrowded, 
and excellent opportunities are open to 
any earnest young man who sincerely 
seeks the opportunity to render service 


in a business that is truly describd 
as the best paid hard work in the 
world. 


GREATEST 
Bee Tele 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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The “Home Life” 


The fifty-sixth annual state. 
the Life 


Insurance Company, of which 


ment of Home 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength, 


Assets increased to 


$32,029,439.71 after Paying to 
policy-holders $3,447,381. in- 


cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agts. 
256 Broadway, New York, N. | a 








Build Your Own Business 


under our direct general agency contract 
Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 


Organized 1850 














WHAT IS OPPORTUNITY? 


As a rule something you create 
yourself, but working conditions 
helpa great deal. ‘That is where we 
can help—if you can deliver. One 
or two openings of importance now 
—but only for the right men. You 
may be the man. It’s your move. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


Ww. C. BALDWIN, President 
HOWARD S. SUTPHEN, Director of Agencies 
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Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions 
W.D. Wyman, President W.S. Weld, Supt. of Agencies 


Attractive literature 
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BANK CAN'T SELL INSURANCE species of obligations issued by per 


innumerable corporations, private 


municipal, of the country.” 


) AND TURN PROFITS INTO THE BK. By analogy it would seem that writ- 
- ing insurance on commission is in no ME 4 ROPO] I i AN A IFF. 
Ruling of Counsel for Federal Reserve sense incidental to any of the enumer- 


Bank of Interest to Insurance ated powers of a National bank. It is 


Men contended that the National bank, in | Insurance Company 





i} 








the instance under consideration, is not 

: M. C. Elliott, counsel for the Federal acting as agent for the insurance com- “ ra 
reserve Board, recently rendered an pany, but that its officers write the in- 
opinion that National banks have no surance in their individual capacities 
express Or implied power to write fire, and turn in all the profits to the bank. 
cyclone, liability or other kinds of in- [f the bank receives all the profits of 
surance or receive the profits from in- writing the insurance, its officers are, 
surance contracts entered into by its in substance, acting as agents for the 


neorporated by the State of New York) 


Of the People 
The Company By the People 


For the People 


officers. benk, and the bank is estopped to deny 
The text of Mr. Elliott’s opinion is that it is engaging in the insurance The Daily Average of the Company's 
as follows: business. In Schuyler National Bank 


- Business during : 
The question has been raised wheth- vs. Gadsden (191 U. S., 451), it was usiness during 1915 was: 


er it is lawful for the officers of a Na- held that the taking of real estate se- 
tional bank to write fire, cyclone, lia- curity by the president of a National 
piity and other kinds of insurance, all bank in his individual name for the 
the profits derived from such business benefit of the bank was in legal effect 
peing turned into the bank. The pow- but the taking of security by the bank 
ers Of National banks are defined by itself, and the president acted as its 
section 5136, United States Revised agent. 

statutes, Article VII of which provides: Acts of Officers 

“To exercise by its board of direct- Where a National bank retains and 
ys, or duly authorized officers or enjoys the proceeds of a transaction, it 
vents, Subject to law, all such incf- js estopped to deny that the act of the 


639 per day in Number of Claims Paid. 
9,175 per day in Number of Policies 
Issued and Revived 


$1,056,438 per day in New Insurance 
Issued, Increased and Revived. 





$326,616.59 per day in Payments to 
Policyholders and Addition to Re 
serve 


$146,602.49 per day in Increase of 

















ental powers as Shall be necessary to officer who enters into the trans:iction Assets 
arry on the business of banking; by is its own. (Peoples Bank vs, National — : 
liscounting and negotiating promissory Bank, 101 U. S., 181.) National banks, Metropolitan Life Insurance Company 
notes, drafts, bills of exchange, and as such, must of necessity act through Home Office Building JOHN R. HEGEMAN, President 
other evidences of debt; by receiving their officers or other agents. Inas 
\eposits; by buying and selling ex- much, therefore, as this class of busi 
change, coin and bullion; by loaning ness does not come within either the 
— noney On personal security; and by expressed or implied powers of Na 
— obtaining, issuing and_ circulating tional banks, an administrative board 2 ORGANIZED 187! 
notes according to the provisions of or officer cannot authorize it. Any Lif ] C f Vi - 
this title.” sch extension of the powers of Nation 1re nsurance ompany Oo irginia 
_ Power to Write Insurance al banks must be left to the considera RICHMOND, VIRGINIA 
ot The power to write insurance, act as (ion of Congress. nee ates ats rei : 
insurance agent or broker, is not spe- OLDEST - LARGEST - STRONARNT 
ifically enumerated in this section, and JULIAN SONNTAG DEAD Southern Life Insurance Company 
uless such business can be consid- Julian Sonntag, second vee-president Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
ered as incidental to some of the enu- of the West Coast-San Francisco Life, CONDITION ON DECEMBER 31, 1015; 
merated powers of National banks, it is died unexpectedly in San Francisco last Pe eR eee an He INT TEE es w+ $ 12,629,857.65 
‘legal and prohibited by implication as week. Liabilities .......sseceseeceeseeeees 10,818,731.99 
cearly as if by expression. (Logan Mr. Sonntag was a native of San a Oe SO PIP ewensnserenne > agate 
‘ounty National Bank vs. Townsend, Francisco, where he had been promi Payments to Policyholders since Organization 16,811,250.99 
S no U. S., 67.) In Farmers & Mer- nent in the business world for many Is Paying its Policyholders over............ , .. $ 1,350,000.00 annually 


chants National Bank vs. Smith (77 years. For two decades he was man 
Fed., 129), it was held that it is not ager of the Giant Powder Company and 
within the powers of a National bank had been active in the affairs of other 
‘engage in the business of selling corporations. He entered the life in- 
ortzage bonds on commission. surance business in 1906, at the incep 
E Circuit Court Judge Thayer, on page tion of the former West Coast Life, of DETERMINATION and ENERCY 
137, said: “The brokerage business ig Which he became secretary. Later he 

ertirely distinct from the business of #@5Sumed the management of that com- never before encountered such OPPORTUNITIES for 
venking, which it was authorized to Pany’s industrial department and after 
transact. If a National bank can law- W#rds became its vice-president and LIVE ACCENTS 

fully act as a broker in selling farm treasurer. When the West Coast was ; : 

aia mortgages for a commission, no reason merged with the San Francisco Life Mr. as are offered by the Policy Contracts 
perceived why it may not act in the D@MNtag was elected second vice-presi 


GOOD TERRITORY FOR LIVE AGENTS 
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— sime capacity in selling any other spe dent of the combined company, and was WILLIAM N. COMPTON OF THE > 
tes of property, real or personal. The oe at the annual meeting a week Dienst ica CHR 
National Bank Act does not, in terms, “°°: ; satet = 
te : by hecessary implication, authorize St. P prensa nee SMU TUAL 
a National banks to act as brokers in FACTS READY FOR USE t. Faw 8 ray uiFE INSURANCE COMPANY 
irgotiating the sale of securities, and A quarterly index of all the life in NEW YORK, N. Y. ee 
ve ‘is generally agreed that they cannot surance information published during 
ne liwfully engage in such business.” the first three months of this year has 
Ww A Bank’s Business been issued by the fnsurance Research 
du In Pepperday vs. Citizens National “'" Berson piesa. Indianapolis. : 
" Benk ys3 Pa, St..519, 524) the Supreme rhe index groups all the points along 


the same line and refers to the con 


bart of the business of a National bank censed information in the files of the Representing 


ge . : members of the service. 
d ) engage in the selling of stocks for 


urt of Pennsylvania said: “It is no 


ilybody. It was a transaction outside One section of the key is devoted to 


Vhereeuoe banking businese and not {fesiness Buding” material, indexins | The Mutual Life Insurance Company 


in its chartered powers,” 








on Weckler vs. First National (42 ~ riting more Ife insurance of New York 

td o81) the Court said, on page 593: 
a. or can we perceive it is anywise THIRTY YEARS AS SECRETARY 

eer y to the purpose of their exist- B. H. Searing, of Saratoga Springs, You will make money. 

,.. OF in any sense incidental to the N. Y., for thirty years secretary of the - 
ies mess they are empowered to con- Saratoga County Board of Underwrit -_— : j ivide . inc o 
. ,. lat they should become bond ers, has been re-elected. F. H. Beach, The great strength, big dividends and incom 
— “ers or be allowed to traffic in every of Ballston Spa, was elected president. parable benefits of the ‘‘oldest company in America’ 
ae c 

a : } n success for you. 
Extracts from Report of Examination of mean certal y 

y One By the State of Texas, June 28, 1915 For Terms to Producing Agents, Address 

| ‘ts noteworthy that this Company was organized without any promotion expenses.”’ 


“ry 


'ef to report further that I find the Company in excellent financial condition.” GEORGE T DEXTER 2d Vice-President 
° 7 > J 


bop 
_ ] . . ° ° . . - 
The volume of its business has steadily increased, its surplus is growing rapidly and 


re ts funds are being carefully conserved under expert supervision.’” 34 NASSAU STREET, NEW YORK, N.Y. 


| 


Home Office, DALLAS, TEXAS 
-_— Oe enteeeeiimees 
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second-class matter Jan- 


THE BUREAU RESIGNATIONS 
One of the discouraging features 
about the resignations of Professor 


the 
Bureau, is 


Whitney and Carl Hansen from 
Workmen's 
that both of these men, if their resig- 


work 


Compensation 


will go to 
fer insurance companies. The Bureau 
will thus lose the services of two great 


nations are accepted, 


experts. If it is merely a question of 
ability why 
retained, with their 
divided and “practical men” 
support them, taking some of 
dens off their shoulders? 


executive cannot they be 
responsibilities 
engaged to 


the bur- 


THE FOWLER APPOINTMENT 

In returning to the 
ranks in charge of the interests of the 
New England Mutual Life at Chicago, 
Edgar C. Fowler, who recently resigned 
as home office superintendent of agents 
of the State Mutual Life of Worcester 
this gratifies a long-cher 


general agency 


for purpose, 
ished desire. In his work for the State 
Mutual Life, the success of which was 
pronounced, Mr. Fowler was 
the job; he was a worker first, last and 
all the time. His idea 
the correct one—was that personal con 
tact the 
viving or building up an agency force; 
that in to have an agency staff 
keyed up to the highest point of effi 
ciency, its head must set the example. 
who enjoy 
ance with Mr. Fowler know that he may 
be found in the van when 
hustling. 

But in order to do effective 
a superintendent of agents one must 
“hit the trail’—not Billy Sunday style. 
Organization done by 


ever on 
unquestionably 


was essential in work of re 


order 


Those personal acquaint 


it comes to 


work as 


work cannot be 


correspondence. It requires travel to 
keep in touch and know the situation 
first hand. While Mr. Fowler met this 
phase of the situation, it was at a sac- 
rifice of the companionship of a charm- 
ing family. Not alone 
fice essential, but there was in addition 
a financial sacrifice. This combination 
made him long for a return to his first 


was this sacri- 


love. 
In securing the services of Mr. Fow- 
ler the New England Mutual has a man 
well equipped for agency building. He 
has his great life before him, being but 
a young man. 
perience prior to taking up the work 
fo: the State Mutual with the ad- 
ded experience gained in the lat 
ter field, should make a big success in 
his nev’ position. 
Mr. Fowler takes 


He has had agency ex- 


and 


the agency of a 


great institution in a city which aspires 
to first rank in the United States, which 
if attained will mean the first city of 
We wish him great success. 


the world. 


WHILE 
directors 


A CONGRESS WORTH 
Sales 
and 


companies 


Inhahnagers, or agency 
life 


accustomed to 


superintendents of insurance 


are so ad- 
dressing their own representatives that 
Detroit 

when 


the plan to have them meet in 


mn July and address each other, 


the World’s 


gress is in convention, should receive a 


new Salesmanship Con- 


hearing, if a national 
life 


seles managers does not result, 


favorable even 


association of insurance company 
The birth of such an organization is 
beyond the possibility. 
nothing the 
idea; no good argument against such an 
the 


nol bounds of 


There is impractical in 


association except lethargy, while 


reception given to the suggestion al- 
ready demonstrates that the superin- 
tendents of some companies are ready 


On 
the other hand, there are many reasons 


to meet the proposition half way. 


why such an organization should spring 
being. The which 


nakes a selling agency association de- 


into same idea 
sirable would apply to an association of 
directors of these associations. 


The International Salesmanship Con- 


giess itself will prove a magnet which 
will draw sales experts from every- 
wiere. It is particularly fitting that 


the 
of selling 


the held in Detroit, 


heme 


Congress be 
of a dazzling galaxy 
stars, including Chalmers and Hawkins, 
It will be worth any busy man’s time to 
n.ix with these geniuses, who radiate 
suggestions that can be turned into dol- 
lars and cents. 


The selling of life insurance will oe- 


cupy the prominent place on the pro- 
gram that it deserves, and there are 
other reasons which will make this 


Congress well worth watching. 


METROPOLITAN’S TELEPHONES 


Now Has 500 Extension Stations— 
Twenty-three Trunk Lines— 
Number of Calls 


The Metropolitan Life has installed 
in its home office a 5-position private 
branch exchange telephone switchboard 
with 23 trunk lines to the Telephone 
Company’s central office, and 500° ex- 
tension stations, so as to handle its 
evormous incoming, outgoing, and _ in- 
tcercommunicating telephone service. 

The day after the installation was 
completed a count was taken of the 
calls sent through the apparatus. It 
was found that 4,500 messages origi- 
nated in the home office, and nearly 
400 came from the outside. The busiest 
periods were from 10 to 11 c’clock in 


the morning, and from 2 to 4 in the 
afternoon. In the first named period, 


755 calls were handled, and in the sec- 
end, 1,502. 


APPLICATIONS IN 
Pittsburgh Agency of Casualty Company 
of America Makes Record ir 
March Campaign 
The Pittsburgh Agency of the indus- 
trial health and accident department 
of the Casualty Company of America 
wrote 701 new applications during the 
March campaign of the agency. The 
agents were divided into two teams, A 
and B. Team A won the competition 
under the leadership of Louis BE. Lach 
with 308 applications. Team. B was 
captained by J. Lander Lee and wrote 
251 applications. The other men of the 


701 MONTH 





agency wrote the remainder. 











The Human Side of Insurance 














JOHN F. DRYDEN, II. 


John F. Dryden, II, grandson of the 
founder and son of the president of the 
Prudential, started at the bottom of the 


life insurance ladder last September. 
Ibat he inherits the family genius in 


the business is evidenced by the fact 
that he was this month appointed act- 
ing superintendent of The Prudential at 
Elizabeth, N. J.. where he has charge 
of a force of seven assistant inspectors 
and forty-five agents. Young Mr. Dry- 
den was graduated from Yale last June, 
and in September took a position with 
The Prudential with the title of inspec- 
tor. For two months he went through 
» basic instruction period at the home 
office, learning the organization and 
details of the various departments, and 
was then sent to Orange, N. J. Since 
then he has been transferred to Brook- 
lyn and Paterson, N. J., and came to 
Islhizabeth about the first of this year. 
Hfis duties as an inspector required him 
10 examine accounts, train. solicitors, 
and see that collections are looked after 
promptly and kept in shape. A rare 
ability to inspire enthusiasm among the 
agents shows in his record for this 
period. Since his promotion he has 
abandoned outside work and is now in 
executive charge of the office. He is 
au.et and business-like, and popular 
with agents. He will undoubtedly place 
his mark alongside that of his father 
and grandfather as a progressive influ- 
ence in the insurance world. 
oo 

Thomas H. Williams, whose lectures 
on insurance topics have had a wide 
vogue on the Pacific Coast, and who 
was formerly assistant manager of the 
Hoadley General Agency in San Fran- 
cisco, has become an independent ad- 
juster of fire insurance losses. 

ok cS ca 


S. Sasabe was a clerk in the Nippon 
branch of the Seattle Post Office in 
1912. In February of that year he quit 
the government to work for the New 
York Life. In 1914 he wrote 77 persons 
for $89,500. On December 31, 1915, 
every one of these policyholders was 
on the books. This will be a $100,000 
year for him. 


a + 
Peter D. Kiernan, of Rose & Kier- 
nan, Albany, recently addressed the 
Albany chapter, American Institute 
of Banking, on “Insurance and Its Re- 
lation to Credit.” He explained the 
different clauses in the standard fire 

policy. 
* o* ok 


Major William H. Brown is manager 
in South Africa for the Sun Life of Can- 
ada, in which country that Company 
has operated for three years. Major 








Brown is an international figure in life 
insurance, having spent thirty yearg jp 
the business, beginning in 1883 when 
he entered the London office of the 
Star Life Assurance Company. In 188% 
he became traveling agent for that 
Company and for the twelve years prior 
to 1902 was manager for South Africa 
for the Union Life Assurance Society 
From 1902 to 1913 he occupied a simi. 
lar position, first with the Rock Life 
Assurance Company and then for the 
Gresham Life. Major Brown occupies 
a prominent position in the social, mili- 
tary, and municipal life of the Cape. 
Himself a Major in the Cape Garrison 
Artillery, our South African manager 
has a son at the front in Flanders with 
the South African Expeditionary Force. 
where he would have joined him but 
for a serious illness last year. Major 
Brown is not unknown in Canada, for 
at the time of the South African War 
he became acquainted with many (Ca 
nadian officers through the kindness 
and hospitality he extended to them 
during their stay in Cape Town. In 
1897 Major Brown was elected to the 
Cape Town Corporation Council and 
later was chairman of the Finance and 
City Lands Committee. 
x * * 


Rev. Erwin A. Campbell, the veteran 
agent of Corona, N. Y., celebrated re- 
cently his ninety-second birthday. Born 
in Harrison, N. Y., March 30, 1824, he 
has served in the Methodist ministry 


for nearly seventy-one years. In 1898 
Mr. Campbell resigned from the pas- 
torate of the Methodist churches of 


Corona, Elmhurst, Maspeth and White. 


stone, which constituted his last 
charge, and since that time has been 
engaged in the real estate and _ insur- 


ance business with an office at his resi- 
dence. His ninety-second anniversary 
was celebrated by a large reception for 
his many friends and delegations from 
the local churches. While still in good 
health and able to visit among his 
many friends the aged agent minister 
can no longer usé a pen or pencil or 
read the newspapers. On his ninetieth 
birthday he could do both. 
a * * 

Walter L. Schnaring, supervisor oi 
the accident department of the Casu 
alty Company of America, left on Tues 
day for Chicago and the Middle West 
where he will spend about a week with 
the larger agencies of the Company in 
that section. 

z ok * 

John I. D. Bristol, New York manager 
of the Northwestern Mutual Life, will 
address Cleveland life insurance mel 
next week. 


HANDLING SETTLEMENTS 


Agent Should Treat Them Precisely As 
He Would New Business, 
Says McCurdy 


, f 

S. S. McCurdy, assistant secretary 
the Equitable Life Assurance Society, 
discussed “The Manner of Settlement 
Which Should Be Advocated on a Ma 
turing Policy” at the Life Underwriters 
Association of New York on Tuesda} 
night. It seemed to Mr. McCurdy that, 
while there might be a wide —, 
of opinion about some of the smavet 
collateral matters, the solution of ‘ae 
tlements was for an agent to py 
. . r 

the matter precisely the same 45 
would handle new business. The oy 
should bear in mind that he 18 pre 
tciney for the holicyholder, and —— 
advise the policyholder exactly W ‘ 
also remember 


his best interests are; “ith 
ing that he should play square ¥ 


vords, there is 
for an agent 
eracity. 


the company. In other 
no place in life insurance 
wko has an impediment in his V 
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| Fire Insurance Department 





LIBEL ACTION AGAINST BEST CO. 


sUMMONS SERVED IN THIS “CITY 





Proceedings Grow Out of Confidential 
Report on First National Fire 
Insurance Co. 


A summons in a libel action insti- 
tuted in the New York Supreme Court 
against Alfred M. Best and the Alfred 
M. Best Co., Inc., publishers of Best’s 
Life Insurance News, was served in 
New York this week, by the First Na- 
tional Fire of Washington. This action 
is independent of the conspiracy pro- 
ceedings instituted in Washington last 


week by the First National against 
Mr. Best, O. O. Sutton of West Vir- 
ginia; Robert Tuttle, and others. 


Counsel for the First National in the 
New York proceedings are Griggs, Bald- 
win & Baldwin. Martin Conboy, of 
that office, said to The Eastern Under- 
writer this week that he thought there 
was a strange series of coincidences 
between actions brought against the 
Company in Washington, and _ dis- 
missed, and a confidential report on 
the Company published by the Alfred 
\. Best Company. 


Activities of O. O. Sutton 


He said that the activities of O. O. 
Sutton, who came from West Virginia 
to investigate books of the Company in 
the guise of a stockholder, were really 
surprising in view of the fact that he 
had only $50 worth of stock in the 
Company. He seemed to have an in- 
spired list of questions, and was ac- 
corded every courtesy until he became 
urreasonably insistent, showing that he 
was looking for trouble. When the 
Company finally decided to call a halt 
in his investigations he instantly filed 
papers asking for a writ of mandamus, 
which was denied by the court. It is 
rather odd, said Mr. Conboy, that he 
had these papers all ready for filing 
aud did so immediately. Next came 
the filing of a stockholder’s bill, which 
Wag summarily dismissed by the court. 
Finally, there came the proceedings for 
a receiver, filed on April 1, and also 
dismissed. 

On April 4 the Alfred M. Best Co. 
sent out a confidential report headed 
“lemporary Receiver Asked for,” re- 
{erring to the last of the court actions 
above referred to. In this report the 
Slalement was made that a Washing- 
lon correspondent of the Best Company 
“advises us that in addition to the 
above, three suits have been filed 
against the Company (First National) 
i the Supreme Court of the District of 
Columbia, all of them by stockholders, 
Claiming mismanagement, etc.” 

“Nothing was said about the court 
Proceedings being dismissed,” said Mr. 
Unboy, “although Mr. Best has shown 
himself to be unusually well-posted re- 
tarding the various Sutton activities. 
l. looks like premeditated suppression 
in addition to the dissemination of false 


— Hlence, the action for 
bel,” 


FINANCING FIRE COMPANY 
Accountant Gaukrogers, of Commercial 
Union, Makes Talk to Barebones 

Alumni Association 


James Gaukrogers, accountant of the 
oy tama Union, was the speaker at 

inner meeting of the Barebones 
subject Association on Tuesday. His 
nny A sg “The Financial Manage- 
He pl ba lire Insurance Company.” 
ina, the management of the 
ments of and the underwriting depart- 
restrict; . company and described the 
ture ‘ons placed upon the expendi- 

8 of a company by the law and the 





stockholders and directors. He said 
that the field for the investment of fire 
companies was limited principally to 
stocks or bonds, some companies hav- 
ing more invested in stocks and others 
in bonds. The foreign companies seem 
to prefer bonds. 

Mr. Gaukrogers’ address was the last 
of the series of talks given under the 
direction of the Barebones Alumni As- 
sociation during the winter on the or- 


ganization and management of a fire 
company. 
RATE COMPETITION RUINOUS 


“Saturday Evening Post’ Defends Com- 
panies’ Action In Withdrawing 
From South Carolina 

An editorial writer in “The Saturday 
IXvening Post” hits the rate situation 
squarely on the head in last week’s 
issue of that popular periodical, which 
has the greatest circulation in the 
United States. He said: 

“Rates for fire insurance are almost 
universally fixed by common agreement 
aniong all the important companies. 
That is the way they ought to be fixed. 
If the companies were competing as to 
rates it would be the duty of an intelli- 
sont commonwealth, with the interests 
of the insured at heart, to pass a law 
requiring them to get together and fix 
common rates, binding upon all of them 

for substantially the same reasons 
that railroad rates ought to be fixed by 
common agreement; and competition in 
them ought to be prohibited. Virtually 
competition in railroad rates is pro 
hibited now by the law forbidding re 
betes—for rebates were simply com 
pet'tion as applied to freight charges. 
The first interest of the insured is not 
in the premium he pays, but in the 
value of the insurance. 

“We recall one adventurous company 

typical of a million others, more or 
less—that proposed to do something 
radical in the insurance line. It cut 
rates everywhere and did a lot of busi- 
ness. A great many people got cheap 
insurance—apparently. Then losses be- 
gan to pile in. The company went into 


bankruptcy. Its policyholders found 
that, instead of getting cheap insur- 
ance, they had paid good money for 


neatly engraved sheets of worthless pa- 
per. 

“Several States have attempted to 
urdermine insurance by forbidding the 


companies to make joint rates. South 
Carolina is the latest example. Instead 
of ruinously competing as to rates, 
many companies have’ simply with- 
drawn from the State. They owe it to 
their policyholders elsewhere to with- 


draw from any State where they cannot 
du business on a sound basis. 

“Co-operative five insurance is per- 
fectly feasible; in fact. it is practiced 
to a considerable extent, especially in 
farming communities. A community 
that thinks its insurance rates are too 
high should turn to that, and not to a 
mistaken attempt to enforce competi- 
tion in rate-making.” 


NEW NIAGARA SPECIAL 

James S. King, who has been em- 
ployed at the home office of the Niagara 
for twelve years, his work for some 
time being that of examiner, has been 
made special agent of the Niagara in 
western New York, with headquarters 
in Rochester. He succeeds Harry S. 
Richards. 


SELL OLD AGENCY 
The business of the Clark & Price 
Agency, one of the oldest concerns of 
its kind in the city of Hazelton, Pa., 
was sold out recently by the executors 
of the estate of Bertsch Price, deceased. 
Ringlaben & Epuey are the new agents 

for the companies represented. 


FIRE AND MARINE | 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. — 


MORGAN G. BULKELEY, President 








Cash Capital a « 


Liabilities (Except Capital) 
Surplus to Policyholders . 


Statement January 1, 1916 


| Assets a ‘ ‘ 


$1,000,000.00 
- 2,377,857.39 
467,413.45 
- 1,910,443.94 








AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 














KOCH TO SUCCEED MULLER 


New Counterman for Vulcan Has Been 
Underwriter for Past Twenty 
Years—Will Start May 1 
Kdward Koch has been appointed 
counterman of the Vulcan of New York, 
succeeding Joseph Muller, who will be- 
come identified with the Hudson Fire 
Insurance Co., now organizing. Mr. 
Koch will start with the Vulcan about 
May 1. He has been a fire insurance 
underwriter for about twenty years and 


has of late been connected in that 
capacity with the up-town agency of 
Henry C. Zaro which represents the 


North River companies. 


NOT TO ENTER SOUTH CAROLINA 
Erroneous Rumors About City of New 
York—Kentner Back from 
Southern Trip 


Fred W. Kentner, general agent of 
the City of New York, has returned 
from an extended Southern trip, having 
visited the general agencies of Rhett 
& O’Beirne, Atlanta; and E. A. Groover, 
Jacksonville, and a number of other 
agencies. Mr. Kentner registered an 
emphatic denial that the City of New 
York would enter South Carolina. 


AGENT IN MOUNT VERNON 
Phillip A. Murray has been appointed 
agent of the Aetna Accident and Lia- 
bility in Mount Vernon, N. Y. 





NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 


Inc, 1911 


$515,049.38 
138,148.22 
275,000.00 


Reserve 
Capital 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Ine, 1870 


$172,302.60 
27,678.96 
100,000.00 
42,986.21 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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PARADE GROWS IN MAGNITUDE 


F. & C. TO SEND 500 MARCHERS 


Equitable, New York Life and Other 
Companies to Be Well Represented 
—Money Coming In 


The response, of the insurance fra 
t.rnity to the appeal of the Insurance 


Ciub for the Citizens’ Preparedne Pa 
rede of May 13 for funds and for march- 
ing, pledges has been prompt and 
hearty. By Thursday of this week 


$1,500 had been subscribed and Chair 
min Griffith, of the finance Committee, 
had received assurances of numerous 
other subscriptions. 

Brokers Quick to Show Patriotism 

One of the most enthusiastic set of 
marchers Will be the brokers, who had 
sent more than $500 to Treasurer A. C, 
Hlegeman, of the brokers’ division up to 
Wednesday morning. Chairman ter 
rek, of the brokers’ committee, sent out 
i circular, a paragraph of which read 

“This is an opportunity for the insur 
auce brokers of this city to demonstrate 
their national patriotism and the dig 
nity and extent in numbers of their pro 
fession.” 

This is the keynote being struck in 


every branch of insurance, The Street 
to a man is for national preparednes 
li nearly every insurance office in the 


city large red, white and blue poster; 
have been put up. American flags will 
be hung from several insurance build 
ings. 

Among the delegations of marchers 
will be at least 500 men from the Iidel 
ity and Casualty Co. The Kquitable Life 
Assurance Society, New York Life and 
other life companies will have a small 
army of men in line. 

Plattsburg Camp 

It has been decided that any surplus 
which may be on hand after paying ex 
penses for the parade will be devoted 
to the fund to pay the expenses of men 
in the insurance busine attending the 
Plattsburg camp. It is a little bit doubt 
ful, however, whether there will be any 
surplus, as a parade of this magnitude 
is expensive. 


FIREMEN SUE AGENT 


Action Grows Out of Controversy Over 
Tax on Foreign Fire Insurance 
Companies 
The Troy “Times” prints the follow 
“ing article relating to a suit against 

lienry Soden, an insurance agent: 

The State Firemen’s Association of 
the State of New York, through its at- 
terney, Thomas O’Connor of Waterford, 
has commenced two actions on behalf 
of the Fire Department of the village 
of Waterford and the Board of Water 
Commissioners of the Northside Fire 
District against J. Henry Soden to re 
cover $3,800 penalties for writing insur 
aice policies in foreign fire insurance 
companies on property in the town of 
Waterford without having paid the tax 
ov filed the bond required by law. It 
is claimed, on behalf of the Fire De- 
partment, that Soden has been writing 
pelicies in their territory since 1913 
Without having paid any tax on such 
policies to the Fire Department. The 
statute prescribes a penalty of $200 for 
each policy so written. The State As- 
sociation claims to have found nineteen 
pelicies during that period written by 
Seden and are suing for penalties for 
the policies written without filing 
the bond. The actions are of much in- 
terest to the Fire Department and the 
State because of the difficulty of the 
association to make agents pay the two 
per cent. tax. 
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BROKERS ACTIVITIES " . " 
sien | Fidelity-Phenix Fire Insurance Co. 
Onio War on Intertneurer OF NEW YORK. 


tjecause he believes the indemnity 

they offer is unsafe, and for the fur- 

ther reason that they open an avenue HENRY EVANS. President 
to» fraud for unprincipled promoters, sab . 
(cammissioner Frank Taggart of Ohio, 
hus followed the lead of Commissioner ee 
Patterson of Texas, in declaring war 
upon reciprocal and re-insurers, who ac- 











Against which are charged— 


cording to Commissioner Patterson, Legal Reserve for Unearned Premiums....... $7,909,326 
cost the people of Texas — $1,000,000 Legal Reserve for Losses being adjusted. ..... 466,300 
loss of premiums alone to say nothing Legal Reserve for all other claims........... 200,060 
or the losses under their policies which Legal Reserve for Contested Liabilities....... 250,000 
Jere never paid. Legal Reserve for Dividend (Jan. 3, 1916).... 250,000 
Word has gone forth from the office LS view rns Gin ae rain DA wire eo inal armen we Guede eae RO 
of the Ohio- raster cane Alar Leavioe— 
ri $ r-insurers in the State ’ Shige 
pa Jorrbgs sence mek line ieee pcr een gg a ee $2,500,000 
must cease forthwith and at once. To Net S “a 6283 : 
emphasize his intentions the commis Surplus he aly tte e eee ee eee eens », ,462 
icner has instructed his staff to insti- Making Policyholders’ Surplus................... $ 8,783,462 
tute criminal proceedings against any (From Annual Statement Jan. 1, 1916) 


attorney in fact or agent who under- 
ti kes to induce citizens of the State to 
become a subscriber to any of the vari- 
ous inter-insurer schemes which have 
: F V4, ° ’ 
prung up like mushrooms since the A Str ong Ameri ‘an Company 
evactment of the compensation laws. . 
In pursuance of his policy the commis- Backed by 
sioner has already caused the arrest ‘ ¢ yr Ama Baa. — 
or one important agent and is) now Strong Ameri an Assets. 
couting the woods for more. 


(Gross Assets include excess deposit of $112,811 in Canada and 


New Mexico) 


“ * & MAIN OFFICE, WESTERN OFFICE 
Automobile Salesmen-Agents 80 Maiden Lane, 137 So. La Salle Street 
The Fire Brokers’ Association of New York City. Chicago Ill 


New York is investigating the status 
of the automobile salesman who has 

















broker's license. - 





Using Insurance for Publicity For The Protection Of Its 
Theatrical people continue to use Policy Holders GERMANIA 
their insurance as a vehicle for free FIRE INS 
publicity notices in daily papers. We 
erry all familiar with the policies cov- THE HANOVER URANCE COMPANY 
ering Kubelik’s fingers and Paderew- SW r 
ski's oni and Pavlowa’s feet. Now, FIRE INSURANCE COMPANY — bscnquany 


the press agent of the Friars (a theat- ; 9 
rical club), says that a policy for more . HAS A Scien es 
than a million has been taken out to Cash Capital —.............., $1 000,000.00 
; i age pee Cash Assets ..................+. 4,585,075.59 STATEMENT, JANUARY 1, 1916 
cover the tour of the Friars, who are Cash Surplus to Policy Holders 1,706,316.03 , ’ 
io have a frolic similar to the Lambs “ : : Cash Capital ..... $1,000,000.00 
4 aia : wee The real strength of an insurance com 
ae A million rolls off the tongue pany is in the conservatism of its manage- PU te is oe $8,029,651.84 
easily. ment, and the management of THE HAN- =e P 
* * * OVER is an absolute assurance of the Liabilities ........ $3,920,295.68 
; ; security of its policy. Net Surplus ..... $3,109 356.16 
War Risk Inspection .. emers WARFIELD _......President lg for Policy ; 
arty of special agents rece , SE McCORD ..Vice-Pres. & Sec’y : oo noes i 
A party of Spec ial agents ret ently WILLIAM MORRISON ..... Asst. Sec’y Holders ....... $4,109,356.16 
made a visit of inspection to one of the 
Wileox, Peck & Hughes war risks in HOME OFFICE —_—- 
ee Hanover Bldg., 34 Pine St. HEAD OFFICE: 
NEW YORK Cor. William and Cedar Streets 


With Rollins, Burdick & WHunter 
John Ryan, for eight years with Ham cee 

















lin & Co., started with Rollins, Burdick 


& Hunter on Monday, in the marine E. F. FLINDELL 


department. one " 
; 123 William Street Telephone John 2330 New York City 
WANT PERMANENT MANAGER Business Bound Throughout the United States and Canada 
A meeting of the governing board of i P FOR 
the Underwriters Association of the The Scottish Union and National Insurance Company 
D:strict of Columbia was held on Tues- a 











day of this week. The sentiment in the 
District is for a permanent manager of 
this association. ‘There is a_ strong WILLIAM od SCHEIDE & Co., Inc. 


feeling that EK. R. Hardy, assistant man- 


ager of the New York Fire Insurance HARTFORD, CONN. 
Exchange, be made permanent mana- ° 
ger. At the present time he runs down Re-Insurance in All Branches 





io the capital once or twice a week. 
—— 











SCHAEFER & SHEVLIN John C Paige Co A. K. BOUGHNER & CO. 


2 LIBERTY STREET GENERAL AGENTS NEW YORK, W. Y. a tataeeaest s bil 
REPRESENTING rise << 
DUBUQUE FIRE AND MARINE INSURANCE CoO. INSURANCE B Pisce oats vi ‘Solicited 

Excellent Facilities for Handling Suburban and Out Of Town Business : M ae ae an eae 
Se Se cee . 65 Kilby St. Boston, Mass. 38 Clinton Street 95, William Stree 
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National Board Committee’s Contingent Report 


(Continued from page 1.) 


“In respect of Outgo, ‘2 a’ and ‘b,’ it 
is expected that the companies or the 
organization having jurisdiction will 
fix the percentage to be charged by 
each company under each item, either 
for each State as a whole or for such 
divisions of it as may be necessary on 
account of varying imposts. 

“In respect of Outgo ‘2 c’ and ‘3,’ it 
is suggested that the companies should 
agree upon an average percentage 
which would fairly cover the items in- 
yolved, so that uniformity of treatment 
may be secured. 

Theory of Contingents 

“Contingent commissions are based 
on the theory that if an agent can 
look forward to sharing in the profits, 
he will exercise better judgment in se- 
lection and more care in inspections 
restricting over-insurance, avoiding 
moral hazard, etc., having then a direct 
personal and financial interest in pro- 
ducing a profit for his company as well 
as in securing the risk tor himself. 

“To arrive at profit, of course, any 
method which did not deduct from the 
total premiums all items of outgo for 
losses, taxes, Commissions, contingents, 
supervision, Management, increase in 
statutory reserve, etc., would be a cor- 
responding deviation from the abso- 
lutely correct method; for were any 
such items of expense, outgo, or lia- 
bility ignored, a_ profit commission 
would be paid to the agent on a portion 
of the premiums which either was a 
loss to the company, or at any rate had 
not become and might never become a 
profit. 

“Because of these considerations it 
will be observed that all items of loss 
and expense outgo and of liabilities 
have been included, so that a real and 
not a fictitious profit will result. Were 
any other method to be followed, the 
unfavorable effect of heavy and_ in- 
creasing tax expenses would not be ap- 
parent to the agent. 

“Attention is called to the fact, how- 
ever, that while it is obvious that we 
cannot ascertain if there is a profit of 
which a contingent share may be al- 
lotted to the agent, unless all items of 
outgo and liability have been deducted 
from the net receipts, nevertheless 
there are items for which we have not 
made provision because of the great 
difficulty which would be encountered 
in determining and apportioning them 

atisfactorily; and because of the fric- 
tion which might consequently ensue. 

We have, therefore, provided herein 
only for the direct items of expense and 
liability which are easily identified and 
demonstrated, omitting those indirect or 
general charges which are connected 
With the rent or maintenance of head 
office quarters, taxes thereon, general 
head office supervision, care of invest- 
ents, advertising not required by law, 
el 

Net Basis 

“The calculation has been put on a 
since that is the only one 
which truly indicates a company’s real 
experience and profit in an agency. It 
is also more satisfactory to an agent 
anxious to produce a profit, as he rea- 
lies that more often than not, surplus 
lines carried by his company for his 
accommodation and by it re-insured in 
order to help him are likely to unbal- 
ance his results and jeopardize his con- 
Ungent, since the general lot of re-in- 
‘ured business is not to fare as well as 
that retained net. Indeed the agents 
al their recent National Convention 
adopted a resolution recommending net 
thes, and favoring the discouragement 
of large policies necessitating re-insur- 
aice. Furthermore, a company cannot 
Well afford to pay contingent on pre 
miums re-insured, since it would not 
receive any from the re-insuring com- 
bany unless it were a treaty company, 
and with ho certainty from the latter. 
by saa plan expenses imposed 
~ WW to be charged exactly as they 
— because they vary widely in 
erent States and localities and also 
io that the agent may have a live- 
- erest in helping to keep them at 


het basis 


leaves 


a minimum since affect his in- 
come, 

“The other items, strictly 
should also be charged at their exact 
amount, but the committee, realizing 


that much confusion might result owing 


they 


speaking, 


to'the varying methods of companies 
in apportioning their expenses, have 
thought it better to recommend fixed 


percentages for ‘2 c’ and ‘3.’ With this 
in mind it is suggested that if for any 
reason as time goes on expenses under 
these items (or others not provided 
for) are increased, the plan in this re- 
spect might need to be revised to make 
proper provision for such increases. 
“While it is obvious that with stead- 
ily increasing expenses due to the 
heavier taxes, licenses, fees, and other 


items beyond the control of the com- 
panies, constantly decreasing rates, 
more exacting and expensive supervi- 


sion, and an ever-narrowing margin of 
profit which necessitates greater ex- 
pense on the part of companies in en- 
vineering service, inspection, etc., to 
insure even the present attenuated 
profits, the business will not bear any 
increases in commission cost unless 
there is a decrease in the loss outgo, 
this committee do not understand that 
they are expected to recommend the 
rates of flat and contingent commis- 
sion that should be used in putting the 
above plan into practical operation; 
and consequently do not do so. 

Should Not Exceed 12'!% Per Cent. 

“They have, however, individually 
considered such matters, and submit 
the following as their individual views, 
based on their discussions and collab- 
orations: 

Ist. Individually we think the flat 
commission should not exceed 12% per 
cent., since a larger flat commission 
would, in the opinion of the members 
of the committee, defeat the object of 
the contingent plan of compensating 
agents. 

znd. The members of the committee 
have looked into the experience in cer- 
tain States, based on the plan herewith 
reported assuming 12% per cent. for 
flat commissions, and their investiga- 
tions indicate that a contingent com 
mission exceeding 11% to 12% per 
cent. could not be paid without increas 
ing the commission cost beyond that of 
the present graded plan. 

In Case of Severe Losses 

“While we realize that a conflagra 
tion or severe losses may be expected 
at any time in any place, and that a 
company cannot well share profit’ if 
there is none, and that no unit smaller 
than a State can be safely accepted as 
a basis for a general determination of 
rates, profit, or expense, we do not 
deem it expedient or practicable to rec- 
ommend any rule to cover such a con- 
tingency; though it would be desirable 
in principle to safeguard a company 
against paying out more for commis 
sions in a State with a ratio of 
100 per cent. or over than it might in 
one with losses of but 65 per cent.” 


loss 
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ROSS M. WICKHAM DEAD 


State Agent of National and a Leading 
Newark Agent—In Poor Health 
Six Weeks 


Ross M. Wickham, one of the vete- 
rans in the New Jersey field, State 
agent of the National of Hartford, and 
member of Ross M. Wickham & Co., 
Newark agents, died last week, and 
wes buried on Tuesday of this week. 
A number of insurance men attended 
tlle funeral services, special delega- 
tions being present from the Fire In- 
surance Society of Newark, and the 
Newark Underwriters’ Protective As 
scciation. Col. Layton, of the National 
also attended, 

Mr. Wickham’s death occurred in 
Charleston. S. C. He had been in the 
Scuth for some time, trying to recu 
perate. Six weeks ago he entered a 
Charleston sanitarium. 

Mr. Wickham had many friends in 
the State, his insurance experience cov- 
ering more than three decades. In ad- 
dition to his widow Mr. Wickham 
leaves one son, Ross KE. Wickham, of 
Branchville; four daughters, Miss Gene- 
vieve, of Branchville; Mrs. Ernest 
of Branchville; Mrs. J. B. Thompson, 


, 


> 
Roe, 


of Montclair and Mrs. William E. Hill- 
yer, of Evanston, Ill. 
GETS BOSTON FOR NEWARK 


Errickson Has Represented Company 
for New Jersey Suburban for 
Five Years 


Walter F. Errickson was appointed 
agent for Newark of the Boston Insur 
ance Company last Friday. The Boston 
was the first company represented by 
Mr. Errickson and he has now had the 
New Jersey suburban agency of the 


Company for about five years. 


FIRST RE-INSURANCE 


Premiums From Fire, Life, Live Stock, 
Accident, Auto Lia., Burglary, 
Auto Excess 


The First Re-insurance Co., of Hart 
ford, which began business in January, 
1913 has attracted a great deal of atten 
tion from the beginning, largely because 
of the variety of its transactions —fire, 
life, live stock, accident, auto liability, 
burglary, fidelity, hail storm, surety, 
steam boiler and auto excess. The 
Connecticut report gives its gross re 
insurance premium income last year as 
follows: Fire, $1,454,992; life, $84,504; 
live stock, $4,515; accident, $92,102; au- 
tomobile liability, $7,584; burglary, 
$31,303; fidelity, $39,249; hail storm, 
$124,549; surety, $45,755; auto excess, 
$4,725. 








Capacity For 


and 10% commission to brokers. 
Surplus Line Department. 


California St. 
NVik 


19 Cedar St. vs 
NEW YORK be 


Ford Bldg. 
DETROIT 





You can use our capacity as your own to take care of additional business 


beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
Guaranteed Underwriters. 
Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


17 St. John St. 
MONTREAL 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 


Local Agents 


Use our special 


300 Nicollet Ave. 


314 Superior St. i ‘ 
buULUTY MINNEAPOLIS 


23 Leadenhall St. 
LONDON 








WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


(Fire, Tornado, Ocean Marine 
and Inland Marine Insurance) 
UNITED STATES BRANCH 
January 1, 1916 
er $ 2,747,815.34 
1,309,295.82 


Assets 


Total Losses Paid in United 

States: From 1874 to 1915, 

Inclusive - 40,654,747.02 
W. R. BROCK, President 

W. B. MEIKLE, Vice-Pres. & Gen. Man. 








TWO HUNDRED AND SIXTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH; 
54 Pine Street - New York 
WeSTERN DEPARTMENT; 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT; 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











D. V. PROSKEY 
NEW JERSEY FIRE 
INSURANCE AGENCY 
126 Market Street 
Paterson, N. J. 











SUBURBAN PREMIUMS 


Tctal of $4,141,529 in 1915, Says Mana- 
ger Hess—Thirty General 
Agents 


In his annual report at the recent 
meeting of the Suburban Fire Insur 
ance Exchange, Manager Hess said that 
there are twenty-one general agents hav 
ing jurisdiction of the entire suburban 
territory for fifty-six companies, and nine 
having charge of a portion of the terr1- 
tery for fourteen companies There 
are eighty-one uburban head agents, 
representing 149 companies. 

Premium returns for the territory for 
the year 1915 show an increase of about 
16/10 per cent. over the previous year. 
7 the total amount, 16 77/100 per cent 
vas written at other than local agen 
cies, which percentage is almost ex 
actly the same as for the previous year. 
The following tabulation shows results 


b year ince the Exchange was 
formed 
W Written at 
! other than 
\ I il Agencie 
( ) yt 
( ), 082.6 
} 4 
( ( ® ) 
; i 684 
146, 6 1 694,590.89 
Ret t 





“It is a source of great satisfaction 
io report that all opposition to signing 
our agent's pledge was withdrawn last 
May, and every agent writing business 
is. suburban territory for our members 

now pledged directly to this Ex 
change to maintain rates and rules and 
bide by the rulings of our committees, 
t. make no rebates to the insured, to 
pay brokerage only to our certified bro- 
kers and to pay no excess brokerage to 
anyone, to submit all daily reports and 
endorsements to our stamping depart- 
ment, and to accept no excess commis 
sion,” says Mr. Hess. “The centralized 
Landling of complaints thereby secured 
has already shown such advantages 
over the former local board methods 
that it is safe to assert that the agents 
themselves are among those best satis- 
fied with the change.” 
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Casualty and Surety News 
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Developments in the 
‘Service Bureau’s Shakeup 


MANY FEEL THAT WHITNEY WAS 
HASTY IN ACTION 


Welfare Committee Has Crisis in Hand 
Rumor That Otis Also Will 
Resign , 

Following the resignations from the 
Workmen’s Compensation Service Bu- 
reau of Professor A. W. Whitney——to 
take effect July 1—and of Carl Hansen 
to take effect at the pleasure of a com- 
William street was full of ru- 
nors this week. They were to the ef- 
fect that Stanley Otis will resign; that 
Mr. Duffy will be advanced; and the 
names of E. W. De Leon, former presi- 
dent of the Casualty Company of Anier- 
ica; James J. Hoey, of the Continental, 
formerly of the State Insurance De- 
partment, and Spencer Baldwin, who 
las come into prominence through the 
State Fund, are mentioned as possible 


nuttee 


successors to Mr. Whitney. In the 
meantime, the present crisis has been 
referred to a welfare committee con- 


sisting of Charles H. Holland, Louis F. 
Butler and John TT. Stone. There is 
every probability that there will be no 
action by this committee for some time, 
as Mr. Holland left town after a meet 
ing on Thursday, and Mr. Stone will 
be away during May. 

There are a number of underwriters 
who believe that every attempt should 
be made to retain Mr. Whitney. They 
hold him in highest regard. He is a 
man of sterling integrity and honesty 
of purpose, and has labored faithfully 
for the good of the Bureau. 

Mr. Whitney’s Hard Job 

It should be remembered that Mr. 
Whitney took charge at a most strenu- 
ous” time. Compensation — situations 
were arising, not only every day, but 
every hour. These situations differed 
not only in every State, but in various 
sections of States. Underwriters have 
been under a tension, spending hours in 
conference work, while their individual 
work has piled up on their desks. Many 
of the managing underwriters are 
sirong, forceful personalities, clashing 
often, and disinclined to surrender pri- 
vate views. As a result it would re- 
quire a superhuman character to make 
gcod with all of them. Professor Whit- 
ney is an actuary, a_ scholar, has 
imagination, and is a glutton for work. 
it igs not strange, however, that he has 
‘allen short on some requirements, and 
that he is a poor buffer when his views 
and personal qualifications are kicked 
about by some of the underwriters. 

Want Him to Reconsider 

Many would see him leave the Bu- 
reau with the greatest regret. When 
he accepted the position of general 
manager he spoke in a way character- 
istic of the man to the effect that he 
would do his best, and if at any time 
the Bureau was not satisfied with his 
service he should desire to terminate 
his connection with it immediately. As 
is frequently the case in associations 
tnere is not a full agreement as to the 
way in which matters should be con- 
ducted, but some diplomats think the 
differences are of a minor character, 
aud both Professor Whitney and others 
have put too much value upon them. 

Mr. Hansen 

Mr. Hansen is the father of the pres. 
ent merit rating plan, and whatever its 
in:perfections may be, it has the quality 
of being the best yet discovered. Any 


suecessful plan must borrow extensive- 
ly from Mr. 


Hansen’s. At the same 


time, practical use always develops the 
necessity for more or less readjustment 
of any such plan, and it is hard for the 
parent to recognize the necessity for 
changes in a. favorite child. 


MASSACHUSETTS SITUATION 








Herdison Proposes Still to Enforce the 
Bureau Rates—Wolfe Verifying 


Employers’ Figures 
The workmen’s compensation situa- 
tion in Massachusetts continues to ex- 


cite the keenest interest not only in in- 
surance circles but among employers 
of labor as well. It was acute enough 
through the refusal of the Employers’ 
Liability to accept the schedule of rates 
filed by the Massachusetts Rating and 


. Inspection Bureau approved by the in- 


surance commissioner and it was un- 
doubtedly due to the vigorous protest 
lodged on the part of this company that 
the rates were not “adequate” in the 
sense that they were higher than they 
should be, that Governor McCall re- 
strained Commissioner Hardison from 
making them mandatory as of April 1. 

Now comes a further complication. 
It has been discovered that the original 
workmen’s compensation law, upon 
which successive legislation was con- 
structed “shall not apply to any per- 
sons other than laborers, workmen and 
mechanics employed by counties, cities, 
towns or districts having the power of 
taxation.” 

Governor McCall has sent a special 
message to the Legislature on the sub- 
ject and he calls attention not only to 
the extraordinary situation precipi- 
tated by the discovery of this joker, but 
also to the need for intelligent legisla- 
tion which shall assure the employer 
of labor that he may secure the sound 
indemnity he seeks at the minimum of 
cost. In other words, it is manifest 
that Governor McCall is impressed with 
the fact that the schedule of rates 
which the commissioner proposes to 
make mandatory is too high in the light 
of evidence of actual experience sub 
mitted by the Employers’ Liability in 
its schedule Z called for by the Depart- 
ment and that he does not propose un- 
til he is further enlightened, to allow 
the mutual companies to reap a fat 
harvest out of which to give rebates in 
the form of dividends to their custom- 
ers, while the stock companies with 
hands tied with department tape look 
on as complacently as they may. 

Meanwhile, the commissioner pro- 
poses still to enforce the Bureau rates, 
postponed from April 1, on May 1. Un- 
less all portents fail, Commissioner 
Hardison will again be restrained from 
doing so by the Governor. It is an in- 
teresting commentary, that at the in- 
stance of the Department, S. H. Wolfe 
and his staff are verifying the figures 
submitted by the Employers’ in its 
schedule Z, which, in view of the flat- 
tering comments recently made in the 
report of the joint department exam- 
ination of New York and Massachu- 
setts of that Company, would appear to 
be superfluous. The Employers’ Lia- 
bility is one company which might well 
escape even the suggestion that its 
sworn experience returns are doctored 
to suit its purposes. 


Fidelity and 


Home Office 





AMERICAN FIDELITY COMPANY 


Accident, Health and Burglary Insurance 
We have attractive contracts for good agents 


WRITE TO 


Montpelier, Vermont 


Surety Bonds 





BUSINESS WOMEN’S POLICY iirc cai 


ISSUED BY MARYLAND CASUALTY 
List of Benefits Given—No Medical Ex- 
amination—All Diseases and 
Accidents Covered 


The Maryland Casualty is issuing a 
business women’s accident and health 
policy, covering all losses due to acci- 
dental bodily injuries, and all diseases 
common to both men and women. 
Benefits follow: 

Loss of Time—Disability, 
juries 
$10 per week for total disability for 
two hundred weeks. 

$20 per week if total disability is 
caused by travel accidents, ete. 

$5 per week for partial disability, lim 
ited to 26 weeks. 

$10 per week if partial disability is 
caused by travel accidents, etc. 

Due to Disease or Illness 

$10 per week for total disability if 
confined to the house. 

$5 per week for total disability if not 
confined to the house. 

Limit 52 weeks. 

Loss of Life, Limb or Sight, Due to In- 
juries 

(In addition to Weekly Indemnity) for los 
occurring within 200 weeks from date of acct 
dent providing disability has been immediate, 
total and continuous; otherwise for loss 
ring within go days 


Due to In- 


occur 


Travel 

Accidents 
6th & 
Subse 
quent 


Yrs 


6th & 
Subse 
* quent ist 


< 
ca] 


Life 2 ee eeeee 2,000 200 3,000 
Two hands or feet..2,000 200 3,000 
One hand and foot....2,000 200 3,000 
Two eyes oe ee eeee 2,000 200 3,009 
One hand or foot and 

ONE CYC ......ee00++2,000 200 3,000 4,000 6,000 
One hand or foot....1,000 100 1,500 2000 3,01 
One eye 
Thumb and Index 

PINGET cccccccccsccee OO 8 


4,000 6,000 
4,000 
4,000 6,000 


6,000 


1,000 100 1,500 2,004 3,000 


1,000 


~ 


2,000 


*If premium is paid annually; otherwise tlie 
annual inerease is one-half that amount 

Loss of Sight or Limb by Disease 

$1,000 for permanent total disability due to 
irrecoverable loss of sight of both eyes, or 
permanent loss of use of both hands, both feet, 
or one hand and one foot, from paralysis due 
to disease 
Double Indemnity for Travel Accidents, 

Etc. 

If injuries are sustained: While a 
ger in or on a public conveyance provided by 
a common carrier for passenger service (includ 
ing the platform, steps or running board there- 
of); while a passenger in a passenger elevaton; 
by the burning of a building or the collapse 
of the outer walls thereof while therein; by a 
stroke of lightning: by a cyclone or tornado 
by the explosion of a steam boiler 

Optional indemnities give the in 


passen 


sured the 





NEW YORK METROPOLITAN DEPT. 
100 William Street 





General Accident 


Fire and Life 


Assurance Corporation, Ltd. 
Perth, Scotland 


FREDERICK RICHARDSON, United States Manager 
General Building, 4th and Walnut Sts., Philadelphia 


Accident—Health—Liability—Workmen’s Compensation 
Automobile —Elevator—Teams—Burglary— Etc. 


NEW ENGLAND DEPARTMENT 
18 Post Office Square, Boston 

















immediate Jump sum settlement 

indemnity, payable for 

wodily injuries as per schedule of injuries 
Phese amounts are doubled if caused by trayel 
iccidents, ete. i : 

Medical or surgical treatment minor in 
juirie When the injuries do not result i 
death or disability, but require medical or sur 
gical attention, one week’s singh indemnity 
(> 6) 1s allowed 

Identification—Expense of placing insured jy 
care of friends will be paid up to $100 if 
accident or illness makes her unable to com 
municate with them. 

Freezing, hydrophobia, asphyxiation, somnam 
bulism, drowning, choking in swall »wing, as 
saults and blood poisoning are covered 4s 
accidents, 

Annual Premiums 
Ages 18 to 51 years inclusive, select and 
preferred classes owe oi nienach 6: hada eo 
Aves s1 to years inclusive, select and 

preferred ChASHEO 6i0s< cone seccevene 2 
Ages 56 to 60 years inclusive, select and- 

preferred classes 


DRINKING WATER GERMS 


Covered by Policy of Liability Insur- 
ance, Says An Oregon Court 
After Corporation Sued 


That injuries arising from the drink- 
ing of typhoid germs in water supplied 
by the employer to the workmen are 
accidental, and as such are covered by 
a contract of liability insurance, is the 
decision rendered in the United States 
Circuit Court of Appeals in Oregon re- 
cently in the suit of the Portland Gas 
& Coke Co. versus the Aetna Life. 

In the course of the work covered by 
the policy certain employes of the gas 
company contracted typhoid fever from 
the water furnished them by the gas 
company, which was compelled to pay 
damages. The company sued the Aetna 
to recover the amount paid. 

It was contended by the insurance 
company that in drinking the water the 
men were only satisfying a natural 
want and that in so doing there was no 
accident about it. The court says it 
was just as certain that they would not 
have drunk the water if they had 
known it contained germs of typhoid. 
The word “accidental,” says the court, 
is defined in most if not all dictionaries 
as the happening of something “unex- 
pectedly, unintentionally.” If the water 
had contained poison there is little 
doubt that anyone would say that the 
injury was not accidental, and the pres- 
ent case, says the court, is substantial- 
ly identical. 


ASSOCIATION UNDER INQUIRY 

Insurance department officials are It 
vestigating legality of the operations of 
the Greater New York Property Own 
ers Association which undertakes to 
guarantee the defense of suits brought 
against property owners for persona 
injury. Complaint has been made to 
the department that property owners 
seek the protection of the Association 
under the impression that it also 10 
sures against judgments as do the lia- 
bility insurance companies 

KILL HEALTH COMMITTEE 

Senator Mills’ proposal to appropriate 
$25,000 for a New York State commit: 
tee to investigate health insurance was 
killed in the Assembly. Opposition de 
veloped in the Senate. 
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| _ Special Talks With Local Agents 


A most important decis- 

Warranties ion was rendered by the 

in Supreme Court of the 

Application “State of New York per- 

taining to warranties in 
the application. The decision holds the 
applicant to strict accountability for 
the representation he made when apply- 
ing for the insurance, 

It seems that a man applied for a 
large amount of accident insurance and 
one of the warranties in the applica- 
tion was that he had never been re- 
jected by any accident, health or life 
company. As a matter of fact, he was 
rejected by a life insurance company 
for a large amount several years prior 
to his making application for an acci- 
dent policy. The Company issued him 
a policy and when he was killed by fall- 
ing from a roof and the proofs were pre. 
sented it was ascertained that a mis 
representation had been made. There 
yas no doubt that he was accidentally 
killed, but the point was raised by the 
accident Company that a material mis- 
representation had been made, that if 
the Company knew that he had been re- 
jected they would not have issued the 
pelicy. The court held that it was 
naterial that there was a breach of 
warranty and the beneficiary could not 
recover. 

This decision coming as it does at 
this time from the greatest State in 
the Union has an important significance 
hecause Of a great many agents and cer- 
tin classes of the insuring public. 
They seem to think that almost any old 
ststement made in the application is 
all right, that as long as the policy is 
issued the policyholder is protected. 
They fail to realize that the application 
is the basis of the contract, that the 
schedule of warranties is a part of the 
agreement, and any material misrepre 
sentation made will void it; and it 
should be so. The Company must have 
truthful and specific answers to all 
warranties in the application. 

The fact that the insured did not 
know what the application stated is not 
8 good defense, because the insured is 
presumed to read his policy and have 
knowledge of the contents. Former 
President Taft said that if a man holds 
a policy for thirty days he is presumed 
tc have knowledge of what it contains. 
He admits he never read his policy, but 
that did not alter his views of the law. 

In the case above decided by the 
court the insured carried his policy for 
anumber of years, but accordine to the 
decision it was void from the beginning 
and the action of the Company in ten- 
dering the premiums paid by the in- 
sured to the beneficiary was a proper 
procedure, 

The court also decided that it was a 
(vestion of law and not for a jury to 
cecide whether a breach of warranty 
was material to the risk assumed by 
he insurance company. We think the 
‘cisions in a great many States gen- 
— run along the same lines as this 


lt, therefore, behooves the agent to 
see that all answers are truthful, and it 
> certainly to the interest of the policy- 
tolder to carefully read the contract in 
‘der to find out for himself that the 
*\ Dlication properly states the true 
cts. This will cause less heart-burn- 
~ and dissatisfaction among the pol- 
yholders, and a prompt and pleasing 
rttlement of claims when presented.— 
rs L. Hepburn, Claims Auditor, National 
asualty Co, 
+ a oe 


“It is, I believe, a mistake 
Don’t to 


oes solicit accident insur 
Olcit ance,” says Edward OD. 


Accident Clarkson, of Atlanta, in the 
Th _ Standard Accident “Cog.” 
that oye is only one kind of protection 
fa atistactory in its coverage, and 
rd disability insurance, covering 
st y accidents but illnesses. At 

accident insurance is but forty 


per cent. protection. Your policyhold- 
ers will inevitably suffer illnesses and 
unless these illnesses are covered by 
the policy which you have sold them 
they are apt to be dissatisfied. If, how- 
ever; they have disability insurance, 
every disability which they may suffer 
from any cause would be covered by 
the contract. I think, too, in soliciting 
that one could present a much more at- 
tractive and persuading argument if he 
is presenting a proposition to cover a 
man fully against all disabilities rather 
than those merely sustained by acci- 
dental injuries. My personal experi- 
ence proves this to be true, and about 
ninety-five per cent. of my policyhold- 
ers have both accident and health in- 
surance with me. It does not take any 
more effort to sell complete protection, 
and the returns to you for your work 
are more than twice as great as they 
would be were you selling accident in- 
surance alone. Fire insurance compa- 
nies do not sell policies which protect 
merely against certain fires, nor should 
a reasonable man wish such a policy. 


The same argument should apply to 
disability insurance, as the accident 
policy merely protects against certain 


disabilities and not against all. An ar- 
gument was recently suggested to me 
that may be valuable to you in solicit- 
ing. ‘It is perfectly natural for the or- 
dinary man to gamble to some extent, 
as all life is a gamble, however, in 
gambling a man usually risks a small 
stake in the hopes of winning a large 
one. If he does not carry the protec 
tion afforded by us, he is risking a tre 
mendously large stake; i. e., the protec- 
tion afforded by the policy, in the hopes 
of winning a very small stake, i. e., the 
premium charged for this protection. 
It is not only a gamble but a very poor 
gamble.’ You will find, I believe, that 
you can easily double the income from 
an equal amount of effort, and even 
more, as I think you will find it easier 
to sell complete protection at a more 
than double premium than you would 
to sell merely accident insurance. Of 
course, there are some men to whom 
health insurance cannot be sold. In 
this case, you have strengthened your 
position for getting the smaller pre 
mium called for by accident insurance 
if you have started soliciting with the 
premium for disability insurance as 
your mark. ‘iry this idea. I am sure 
it will redound to your profit, and I 
know that you will be doing a great 
service to your prospects.” 


CASUALTY CO.’S FINANCES 


Capital to Be Cut $450,000 Which Will 
Be Added to Surplus—New Stock 
to Be Issued 


The plans for the recapitalization of 
the Casualty Company of America as 
determined at a meeting of the board 
of directors of the Company last Fri- 
day are as follows: 

The capital of the Company will be 
reduced from $750,000 to $300,000 by 
cutting the par value of the stock from 
$25 to $10 per share. This will put 
$450,000 in the surplus and an addi- 
tional 45,000 shares of stock will be 
sold at $10 per share, re-establishing 
the capital at $750,000. The Company 


will also issue an additional 25,000 
shares to be sold at $10 par and $10 
premium. The $250,000 thus secured 


will be added to the capital, making it 
$1,000,000. The premium on this block 
of stock will be placed in the surplus, 
raising it to $700,000. 


TO MEET HERE IN SEPTEMBER 

The next annual meeting of the 
Health and Accident Underwriters’ Con- 
ference will be held in New York City 
during the week beginning September 
11. The exact dates will probably be 
the 13th, 14th and 15th. The hotel at 
which the meeting will be held has not 
yet been selected. Bayard P. Holmes 


is chairman of the entertainment com- 
mittee. 





W. E. SMALL-s- 
A Strong Casualty Company 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 


MACON, GEORGIA 


Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 


President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 


S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


THE SIGN OF GOOD CASUALTY INSURANCE 





London Guarantee & Accident Co., Ltd. 


OF LONDON, 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 


ENGLAND 








PREPAREDNESS 





The ACCIDENT and HEALTH Business 
Is Growing Faster Than Any Other Casualty Line 
Are You Prepared to Write It? 
We Want Agents and We Are Prepared to Equip and Help 
Them! 


Prudential Casualty Company 


INDIANAPOLIS 
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ODD CLAIM REJECTED 


A denial of an odd compensation 
claim has been made by the State In- 


dustrial Commission in the case of 
William H. J. Tracy, an employe of 
the De Laval Separator Co. vs. The 


American Mutual Compensation Insur- 
ance Co. 

For several months Tracy had been 
working in the soldering department 
of the separator company examining 
the cans to see that there were no 
openings through which leaks could 
take place. The process of examina- 
tion required him to lift the cans, 


Y ORGANIZED 1886 
~ -Nopri American Accipent Insurance © 
be ans THE ROOKERY 





CHICAGO 


AGENCY OPENINGS 1N 
44 STATES 





which weigh from 4 to 7% pounds and 
are shaped like a bowl, and to twist 
them around in his hand so as to see 
all parts of the surface, The constant 
twisting of his arm for a period of sev- 
eral months made his elbow joint sore 
and it became swollen. Finally his 
arm hurt him so severely that he was 
unable to continue work, and he has 
been disabled from working from that 
time to the present 

The Commission held that the injury 
to Tracy was not an accidental injury 
arising out of and in the course of his 
employment, and did not come within 
the provisions of the law. 
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CBAS. H. POST, U. 5. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
Rk. C. CHRISTOPHER, Asst. U. S. Mgr. 
NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 
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LOGUEB BROTHERS & Co, 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING 
MICHIGAN COMMERCIAL INSURANCE CoO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CoO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 




















good general agency propositions, which will enable a good man to make good moncy. 


Extraordinary Opportunities for Ordinary Men in 


The Louisiana State Life Insurance Company 
Capital $250,000 


If you are not satisfied where you are, and want to make a permanent connection with a real live company, write us. 


SHREVEPORT, LA. 


WILLIAM R. HELIE, Supt. of Agencies 
We Operate in ARKANSAS, LOUISIANA and TEXAS. 


W. T. CRAWFORD, President 


Give your references when writing. 





We have several 
































WM. B. CLARK, 


ASSETS LIABILITIES 
Real Estate (Equity)... ..+--$ 254,500.00 Outstanding RMGBES. ceases $ 39,278.41 
. - Unearned Premium Reserve 44,603. 
Mortgage Loans ...cccccsccccsccse 2953500. ‘ 244,003.01 
. “ ge : | : Valued _ 4 Accrued (¢ re n Real Est 18,646.29 
: . sonds (Market Value)....... 972,966.29 All other Liabilities........ 8,156.78 
a ee A { f {J d { Ag Cas} , " see es Pa “ape os 
r ash in Banks and Office... 38,387.53 Capital Stock Fully Paid $877,2 
Clild Fre UNGErWrilers Agency fo te Banks iss feel tek Pay Te een 
Agents’ Balances harea niet 81,266.65 Pai , 
WG ‘ucwistecobnrnvenee Gn 26x 
of Aetna Insurance Co. ae and Rents Due = and pees MGM? io, cubs pucseeoes 404,407.€ 
/ SS dasdawndoanGenshineaee 27,215.03 s 
Pre Ge AMONG 656 ios i830n8ea55 4,692.31 Surplus to Policyholders..........$1,303,943.32 
WEE Aiaiena ec tenis eee ee o$1,614,627.81 WE ©. noubuscuancdeudtbnasenaeee $1 614,627.81 





President 


Application For Agencies Invited 


of the United States 


New York City Agent 
WM. SOHMER, 75 William St. 
New York City 
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First National Fire Insurance Company 
Washington, D.C. 


Statement of Condition Dec. 31, 1914 


JOHN E. SMITH, Managing Underwriter 
Brooklyn Agent 

FRANK ECKEL BECKER, 153 Remsen St 
Brooklyn, N. Y. 
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ONE OF THE BEST FORMS OF 
INSURANCE EVER DEVISED IS THE 


Equitable’s Life Income Policy 


EMBODYING 


NEW DISABILITY CLAUSE 


Under this latest form, if the Insured be- 
comes totally disabled he receives an in- 
come for life equal in amount to the income 
payable to the Beneficiary after his death, 
any sums thus paid to him being in addi- 
lion to and in no way reducing the income 
which the Beneficiary will subsequently 
receive. It isa form that may fairly be said 
to sell itself. Those seeking the latest and 
best in life insurance will do well to in- 
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